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Western Textile Products Company, 
Memphis, Tennessee 


Here in this modern plant every square 
foot of brilliantly lighted working space is 
cooled with turbulent, vitalized air from 
HUNTER Zephair belt driven fans mounted 
overhead 

An ever increasing number of industrial 
plants, both large and small, have discovered 
the many advantages of this method which 
cools such large areas for a comparatively 
small cost 


This system exhausts higher levels to 
create ventilation and circulates the air in 
the working zone to assure the effective 


cooling gained from air in motion 
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bring these 


Benjamin Developments 


@ You'll find new beauty... new utility... 
high efficiencies in the new Series "40". Important and exclusive 
Benjamin developments, such as are illustrated here impart . ness 
streamlined smartness ...a new ease of installation... creater 
freedom from glare... quicker maintenance. One outstanding 
advancement is the new exclusive BENJAMIN SPRINGLOX Safety Lamp 
Holder...a practise ally indestructible, one plece soc ket that actually 
makes it easy to insert and remove the lamps! No more forcing 

no more difheulty positioning prongs. Only when you actually 
Use SPRINGLON can you appreciate the ereat forward stride 


represented by this exclusive Benjamin development, 


Along with all these new features you get that same famous Benjamin 
built-like-a-battleship construction... Benjamin Life-Time porcelain 
enameled heavy gauge steel lighting reflectors... conformance 
with all applicable RIM standards and other industry specification 
... for all these thing < ure essential to finest liehting at lowest pene 
year-cost. With Series “107 as with all other Benjamin units, 


you can be sure you “Light Right when you Light with Benjamin, 


Series “107 units are NOW IN PRODUCTION, kor delivery dl ile 
consult your Electrical Wholesaler: for CVrALOG BULLETIN on 
new Series “10° write Sales Promotion, De jt fa 


Benjamin Klectric Mile. Co. Des Phin Llanes 











1946, Beniomin £ 


Copyright 
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End view showing Side 
_ Wall Support of 

Strand by Hubeye 
design. 


Side view showing lay 
of Strand in Hubeye. 
Fully Rounded Bearing 
Area is provided. 
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After many years of experience in producing forged 
eyes of all types for use without thimbles, Hubbard and 
Company has developed and established as its stand- 
ard, the HUBEYE. This eye has received immediate 
approval from all Standards Engineers to whom it has 
been shown. Due to its universal appeal Hubbard and 
Company has concentrated on this design as standard 
for all eyes on products which involve attachmenis 
where a no-thimble eye means a saving of time, 
money and maintenance to users. Most of these items 
are illustrated or listed here. 

Hubeye design consists of a rounded section of large 
radius around which the guy is looped. High side walls 
support and maintain its round shape so that no 
individual wire strands are subjected to excessive 
strain. The eye is drop forged and is stronger than 
the rod section from which it is made. All inner surfaces 
are kept smooth and are protected against corrosion 
by Hubbcrd Double-Dip Hot Galvanizing. 





Pittsburgh - Chicaco - 
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HUBEYE Anchor Rod 
Threaded or Drive Point 
and Screw Type Steel- 
wing. 


TU-HUBEYE Anchor Rod 
Threaded or Drive Point 
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HUBEYE Angle Bolt 


Ste 


Screw HUBEYE Bolt 








HUBEVE 
NUT 
(Threaded) 





Wood Strain Insulator 
HUBEYE Attachment 






HUBBARD and COMPANY 


Oakland, Calif. 





Electrical equipment is no better than its insulation 


Generators use G-E 1338 
Insulating Compound. 





Fractional horsepower motor 
in vacuum cleaner uses G-E 
Insulating Varnish 9535. 


G-E INSULATING MATERIALS 
PROTECT ELECTRICAL EQUIPMENT 


In every field of electricity, from generation to use, G-E 

Insulation Materials are playing a vital part in preventing 

service interruptions—prolonging the life of electrical For 
equipment. General Electric’s extensive program of in- 

sulation research, combined with its own need for the DEPENDABLE ELECTRICAL INSULATION 
best electrical insulation, assures dependable materials 

and expert service. Uniformity of product is maintained 

in every shipment by G-E Quality Control. For full details, 

see your local General Electric Merchandise Distributor. 

Or write to Section RIMA-274, Resin and Insulation 

Materials Division, Chemical Department, General 

Electric Co., Schenectady 5, N. Y. 


GENERAL & ELECTRIC 


CD-47-18 


OFFERS A COMPLETE LINE OF INSULATING MATERIALS 
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“LVR IJ 


ENGINEERED LIGHTING 


% FOR STORE INTERIORS 


Spero “LVR” meets the three basic requirements for good 
“engineered lighting’— high efficiency, low maintenance, 
and smart appearance. Light from the 40 W tubes is 
shielded by evenly spaced louvres. Individual reflectors, 
removable for easy maintenance, provide a reflecting sur- 
face for each tube. Reflecting surfaces are finished in 
“Plastox” white (86% Reflection factor), 
@ 


Starters can be replaced without disturbing either the tubes 
or the hinged louvres, Relamping is done from the top, on 
pendant-mounted units, and by swinging down the louvre 
on surface mounted units. Plastic side panels add to the ap- 
pearance and utility of this fixture. Available with instant- 
start ballasts. @ 


Write for complete engineering data. 


Spero also manufactures REFLECTORS, FLOODLIGHTS, 
VAPOR PROOF UNITS, and various MATERIALS FOR 
ELECTRICAL CONSTRUCTION. Write for Bulletin 
No. 10. 


Albrecht’s Cut-Rate 
Drug Store in Cleve- 
land uses Spero 
“LVR” Luminaires 
for efficient interior 
lighting. 

a 


A TYPICAL EXAMPLE OF “FUNCTIONAL” LIGHTING 
FACTS and FIGURES 


Area—3000 square feet. Height of ceiling—12 feet. 
Color Scheme—Ceiling and walls—buff colored acoustical board. 


Fixtures—43 Spero “LVR-448” Fluorescent Luminaires. 
3 PAR 38 Spot Units. 


Layout—Continuous rows follow store arrangement to provide 
desired glare-free intensity on counters and lead customers 
to store displays. Spotlights highlight island displays. 


Result—Average Footcandles on counters 36; on displays 87. 


Engineered and installed by the Reserve Electric Company, 
fixtures sold through the Frankelite Company. 


2 One of a series. Other advertisements will show “LVR” “engineered lighting” in offices, institutions, etc. 


Look for another Spero advertisement on page #2 1 8222 LA N K E N Bw VE Ad 


The SPERO ELECTRIC CORP. ctrvetanp 19, oHIC 
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ONING CO. ) 
“Weatherenafters for the Yatioa™ 


2125 North Harwood Street, Dallas 1, Texas 
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Efpiccently-desiqued Heating Systems 
NOW INCLUDE — 
THE 


@ 


ELECTRIC 
QUIKHETER 


No matter how efficient your regular 
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heating system may be, there are always 








times when extra heat is not only a 


comfort and convenience but an almost 





necessity. 





There are those cold, chilly and damp 
mornings, for instance, when the regu- 
lar heating plant is not in operation. 
Then, there are those cold, blustery 
days, when wind and cold just will seep 
into the room and chill it. Or there are 
those times when it seems hours before 
\ heat begins to filter into the house from 
\ the regular heating plant. 


Electric Quikheters are ideal for 


Situations such as these. Easy to oper- 





ate, requiring only the flip of a conven- 
iently-located switch, they send forth 
billows of warm air that will change 
the temperature of the average room in 


et three to five minutes. 





Install one of these attractive, conven- 
ient, fuel-saving, comfort-giving units 
in your home today and thus provide 


against unusual weather variations. 








Built-in @ Electric Quikheters are available in single units of 1,000 and 1,500 
watts and twin units of 2,000 and 3,000 watts, for immediate delivery. Contact 
your nearest electrical contractor for details or send for Bulletin No. 77. 
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CCRC OCSCHLCO8BSO8BeOSCESEESESES 
A rich market! 


Ventilating fan sales in 1946 were twice what they were in ’45. 
Demand for healthful, comfortable ventilation—in homes, stores, 
factories and public buildings—is growing greater every day. 
“Sy Already, it has created a major, high-profit market right in your 
‘ own back yard! 





A proved product! 


Noiseless, completely automatic Silent Breeze Ventilating Fans 
are ruggedly built by a long-established manufacturer . . . are 
performance-proved in thousands of installations. They provide 
summer-time comfort-cooling for the whole house or place of 


business in a matter of minutes... keep the air fresh as June ail 








winter long! 





@®eeeeeeeeeseeeseaeeaeeaeaeoeaoeaeoeoae@~esoaoeeeaeeaeeeeaeeeseeoeecoe @ 
A powerful selling program! 


Silent Breeze Deferred Payment Plan enables customers to ‘order 
today, start payments in May.” Dealer newspaper advertising 
campaigns promote winter and summer selling. Nationaily ad- 


vertised in leading magazines the year around. Variety of sales 





promotional aids and comprehensive, 48-page Selection and 


Installation Manual furnished every dealer. 





The market is ripe, the product is right and the 
sales program is ready! Together, they comprise 
an unbeatable combination that assures you of 


NG FANS 


TH AIR IN MOTIon 


VENTILATI 


increased appliance profits all year long. So act 


now ... write or wire today for full information LANG wi 





y 
ENTI LATION prs 6°° 


on Silent Breeze Ventilating Fans! 


HOLCOMB & HOKE MFG. CO., INC. 
1545 Van Buren Street » Indianapolis 7, Indiana 
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Assure Safer, Better Construction — Faster 
Heres Why- 


Clean uniform threads and thread lead 











pilots permit the nuts to go on easier. 


Developed and introduced by Precision rounded corners prevent nick- 
Kearney engineers, the Con-Nec- ing wire. Hex nuts and heads fit the wrench 
Tite is th -_ ' Iderl snugly. Correct slot width and V-grooves 

ite 1S @ original soliaeriess con- 
g in washer and head hold conductors under 


nector. Millions of these connectors ; Phe 
uniform pressure without injury—assures 


have been used—and they are still good conductivity. Weather resistant 
the most popular solderless con- material gives long service and permits 
nector on the market. using them over and over. 


Con-Nec-Tites are available for all combinations of metallic 
conductors. They are your best bet for best construction. 









OVERHEAD AND UNDERGROUND UTILITY cosepween 4 


od dtd 
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U-WEDJ * FIBRE 
ARMATURE WEDGES 


«+ With the Perfecy 


IWI «yy» Shaped Fibre Slot Wedges 
U- Wedjes — gi best Possible 
Protection against electrica] 

ical troub] 


e€s and failur, Ss 


Shape! 


Send for your 
the 
— Fd VE CATALOG 


RES 
AND WI 
LATION 

oar era 


Offices and Warehouses in a 
A. « HOUSTON 2, TEXAS « 
A 3, GA. 
ATLANT 











+++ The Peak of Quality s 


eth — high 
nd 


Maximum 
1, &rease, acid, alkali, 
d abrasion 


is made Only from the 


Strongest 
cotton — th j 


PEDIGREE INSULATING 
VARNISHEs 


*+- The Producy with @ Pedigrees 


e 
R VARNISH 
©en tested and 


Sold has 
S€rvice-proved 
of the World’s larges 


by some 
t electrica] Manufac. 
turers. PEDIGREE me i 
the field — ; 


nishes for 
) Varnishes — 


you need Protection against 

li Sture — Protection 

~ Maximum insulating qual. 

~~ tough and flexible Coatings — 
PEDIGRE 


Provides the right Product 
to do the job right! 


SHES __ 
our money back. 


unless you say 


Send for Application Chart and Catalog 
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SERVICE WIRE 


PRD SS 








BLACKBURN 
CONNECTORS 


These New Connectors are Better Because: 








HOW TO ORDER: 


See your Local Jobber and Specify 
these Catalog Numbers: Aluminum tap is encased between two aluminum- 


Winns: Coupee Men, Neila Mader copper, bi-metallic, grooved washers to prevent elec- 





Line Wire Tap Wire Catalog No trolysis. 
6 Solid 6 Solid 6H-3-W Connectors are designed for use at both the line end 
4 Solid a4 4H-3-W and the house end of the aluminum service wires. 
2 Solid Bii<% 2H-W Connectors can be re-used if the aluminum service 
2 Stranded 2 “ 1H-W wire is ever replaced with a copper wire, by merely 
i/o” 2" 1/oH-W removing the two bi-metallic washers. 
Wie. 2” 2 * 2/oH-W Connectors are made of high strength DURONZE— 
4/o “ 2" 4/oH-W hence are more durable and last longer. 
They are truly Hi-Strength Connectors and can be 
OVER 100 ; ; , , ’ 
installed very tightly without distorting—hence a 
CONVENIENTLY-LOCATED : : 
more efficient connection. 
JOBBERS 





s 
i 





FIRST, MADISON & CLINTON STS.» JASPER BLACKBURN PRODUCTS CORP. - ST. Louis 6, missouri 


BUILDERS OF QUALITY CONNECTORS FOR OVER 10 YEARS 
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gets the . envelope 






YOUR PAYMASTER never sees him... he never signs the pay- 
roll... but Inadequate Wiring, the industrial jinx, draws 






big money. 






Week in and week out, overtaxed, overextended, obso- 












iete wiring can tax plant efficiency 25 to 50 percen? without 
detection until a major tie-up occurs.* 

To remove this costly imposter from your payroll, call in 
your plant power engineer, your consulting engineer, elec- 
trical contractor or utility power salesman. These men can 





find his finger prints anywhere in the plant. 























l 
I 
' 
I 
{ 
I 
I 
\ 
\ 
I 
I 
\ 
\ 
Ki 
\ 
\ 
Ss 
*WIRE AHEAD, a new booklet discussing 
preventive maintenance... the symptoms 
of inadequate wiring. ..and presenting 
plans for anticipating electrical demand, is 
now in preparation. We shall be glad to 
senditonrequestassoonasitisavailable. = $$ ####$| OEE 
AuconpDA ANACONDA WIRE AND CABLE COMPANY | — 
ne ma erm Sou 
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A CONTRACTOR 


WANT IN A 
FINISHING PLATE 






















eoeennieaies 


Switch and receptacle plates made 
by D & M are BREAK-PROOF, 
LIGHT, BEAUTIFUL and UNI- 
FORM — everything a contractor 
could demand . . . There is no loss 
and trouble from broken or chipped 
plates when you buy D & M 
Aluminex. Made of pure aluminum 
and finished with baked wrinkled 
enamel in beautiful shades of ivory, 
brown, and a hard baked enamel, 
having the appearance of hammered 
SWITCH and RECEPTACLE PLATES silver or aluminum, for commercial 
jobs. These finishing plates are 
meeting the approval of contractors 
everywhere and proving to be real 
profit builders. Order today by 











ORDER BY CATALOG NUMBERS 


‘“ALUMINEX” BROWN 
BS-1 ‘“Aluminex Brown” Single Gang Switch Plate. 


BS-2 “Aluminex Brown” Two Gang Switch Plate. catalog numbers from your jobber 
BS-3 ‘‘Aluminex Brown” Three Gang Switch Plate. 
BR-1 ‘‘Aluminex Brown” Duplex Receptacle Plate. oe PROMPT DELIVERY. 


BC-2 ‘“Aluminex Brown’ Combination Plate. 


“ALUMINEX” IVORY 


1S-1 “Aluminex Ivory” Single Gang Switch Plate. 
1S-2 “Aluminex Ivory” Two Gang Switch Plate. 
1S-3 ‘‘Aluminex Ivory” Three Gang Switch Plate. 
IR-1 “Aluminex Ivory” Duplex Receptacle Plate. 
1C-2 “Aluminex Ivory” Combination Plate. 


“ALUMINEX” 

AS-1 “Aluminex” Single Gang Switch Plate. 
AS-2 “Aluminex” Two Gang Switch Plate. 
AS-3 “Aluminex"” Three Gang Switch Plate. 
AR-1 “Aluminex” Duplex Receptacle Plate. 
AC-2 “Aluminex” Combination Plate. 
“PAINTOVER” 


Unfinished Aluminum That Takes Any Wall Paint 















PS-1 “Paintover” Single Gang Switch Plate. M A N U FA CTU R ] N G C 0 M PA N Y 
PS-2 “Paintover” Two Gang Switch Plate. © INCORPORATED ° 

PS-3 ‘‘Paintover” Three Gang Switch Plate. 

PR-1 ‘‘Paintover’” Duplex Receptacle Plate. Largest Manufacturers of Finishing Plates in the World 
PC-2 ‘‘Paintover”’ Combination Plate. SALES OFFICE: 80 WEST PEACHTREE PLACE, N.W., ATLANTA, GA. 






PLANT AT MARIETTA, GEORGIA 
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Too MANY DEALERS ? 


AN ALMOST UNBELIEVABLY larg’ 
imber of dealer agreements have 
cen written since V-J Day which 
ive to the Party of the Second Part 
hereinafter called Dealer) the right 
» sell this or that brand of electric 
ypliance. Some retailers have one or 
more pigeon holes of their safes stuff- 

1 with these documents, but, all too 
ften, the agreements are spread thin- 

, and instead of one dealer having 
ten, ten dealers have one or two each. 
| have seen estimates of the increasc 
1 the number of new appliance re- 
tailers since the war, ranging all the 
ay from a ratio of five dealers today 
for every one before Pearl Harbor to 
fifteen-to-one. I think the former 
figure is more nearly accurate for the 
Southeast, but that is ominous 
nough. 

We can pass lightly by the problem 
f the old dealer with a multiplicity 

f new brands; his problem is relative- 
v simple. All he has to do is to carry 
ut his original intention of dropping 
ill except one or two lines when his 
primary suppliers can take care of his 
ippliance requirements. He will be 
suided and encouraged in this de- 
ision by the distributors who will 
serve him in “normal” times. The 
better merchants in this group will 
see to it that the consumers who 
bought secondary lines from them are 
taken care of in the case of service 
omplaints. 

But what about the large number 
1f newcomers to the field of appliance 
nerchandising; retailers who put their 
‘avings, or money they borrowed from 
\unt Minnie, into a venture that was 
sure to succeed? (Didn’t everybody 
say they wanted a refrigerator and a 
washing machine; to say nothing a- 
bout the market for oil circulators? ) 
his group has leased a place of bus- 


Most authorities believe that the 


“Yes!” 


answer is 


The first two articles of this issue, 


however, give the viewpoints of a wholesaler 
and a utility man as to how the dealer can best 
survive the difficult period ahead. 


iness, put out a shingle, and compiled 
a waiting list an inch thick of people 
who are waiting for appliances. 

During the past year these little 
dealers have made no money, as a 
group, and they have been living on 
hope, with generous helpings of Cap:- 
tal, in too many cases. 

Of course, there have been excep- 
tions; some of these appliance dealers 
would get along anywhere, any time, 
in almost any kind of business, but 
the others are going to represent onc 
of the most tragic examples of mass- 





By Douglas C. Goff 


Sales Manager, Monitor Company 


of North Carolina, Charlotte, N. C. 
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mortality in the whole history of spe- 
cialty retailing . . . unless they take 
heed now, and do something, and 
some very definite things, about it. 

Any such dealer who had a list of 
372 people who said they wanted a 
radio, any radio, a few months ago, 
and who has recently telephoned the 
first sixty prospects on his list will 
understand what a change has already 
taken place in that part of the appli- 
ance market. The average dealer had 
to get out and hump to move the two 
dozen sets he got from the wholesaler 
before Christmas. Old established 
dealers had a slightly better experi- 
ence because they were old and estab- 
lished. 

The day a consumer can visit four 
or five retail appliance stores in a 
town of ten to twenty thousand popu- 
lation, and in each one be told that he 
can take delivery of a refrigerator or 
a washer, that very day . . . then the 
fickle buyer, and particularly his wife, 
must be sold. Editorial writers and 
Government officials have been talk- 
ing about this situation for months 
now, with particular reference to a 
wide variety of consumer goods. Even 
the columnists and the business news 
services have been making the hills 
echo with their cries of warning. Most 
of them refer to the above described 
situation as The Recession. They say 
it will last a few weeks, or a few 
months, and then the good old Am- 






13 














erican ship of prosperity will catch a 
new breath of air in her sails and 
forge ahead into hitherto undreamed 
of green pastures of prosperity. 
What they all sccm to lose sight 
of is that in the period of the ‘‘reces- 


sion” there are likely to be hundreds 
of casualties among those in business 
men who will have their hopes dashed 
to earth, and the moncy thev invest 
ed, or borrowed, lost forever. And 
the remainder will enjey 
after the reces 


sion will be the fact that so many 


the reason 
| 1] 


such good USINeCSs 
di } ] 
aroppced 

Suggestion for New Dealers 

1] Sokewy pe Le ee ee, , 

11¢ SULLCS HICith TOLMOW Lic 


intended retail applian 


dealers wh not in that businc 
prior to 194 id who have been 
counting on ing a living princi- 


pally from tl ipphances from 
now on. 


Learn something about the 


PpOssl 


bilities of the business vou have cho 


en, get the answers to ““What’s in 
for me?” 

If vou Ci town large enough 
to have a complete buver’s guide in 
vour telephone directory, make a list 
of the firms who were sclling electri 
refrigerat vacuum clean 


crs, electric rang ind radio receiver 
in 1941. ‘Then take an afternoon off 
ind go around among these retailers 
and strike up 


with the manag 


friendly conversation 
the sales mau 


many of cach 


agcr. Ask him how 

was sold by his store in 1941, (and 
remember 1941] was a whale of a good 
vear, the best ‘d ever had) Phen 


total the 
pretty 
good year will provide in that trading 
area, in major appliances, in that gloi 
ous* period following the Recession 
Add twenty thirty per cent, if you 
like, for the new families and replace 
ments of worn out equipment. 
Then get in vour car and go down 
to the City Hall or the Court Hous« 
if privilege 
county, and get the latest up-to-date 
figures on who now sells appliances 
in the same area. ‘Take the average 
price of each major appliance in the 
list vou got from the old timers, mu 
tiply it out, and after adding fifty pet 
cent just because you are an optimist, 
divide the grand total of dollars at re- 
tail by the new number of dealers 
vou received from the tax office, and 
t far wrong in the aver- 


rigures 


good idca of 


ind you'll have a 
what an extra 


licenses are issued in vowit 


vou won't be 
age potential business a dealer can do. 

One third of the dollars you found 
to be the average retailer’s annual 
sales will be a generous indication of 
the possible gross margin in a normal- 
ly fine post-recession year. Will the 
gross margin you arrived at pay your 
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expenses, and leave enough for you 
to live on? How much did you in- 
clude, in expenses, for delivery, for 
advertising, and for that darling of 
auditors, “all other expenses”; and 
how much did you include for your 
own salary? Is there cnough left to 
give you a Satisfactory return on your 
investment? Would your — banke1 
friend, or the finance company, lend 
you money on the resulting figure? 


If vou haven’t a complete list of 
e I 
the 194] appliance retailers in yout 
local 1941 telephone buyer's guid 


vou can probably get th 
of dealers from the tax clerk at th 
Court House. 


After vou have made thi inalys 
ire vou completely discouraged? Pet 
haps there is still hope for the average 
new dea CI In the | ig¢ tI iding 
community. Anvhow th re thing 
vou can do to prove whether or n 
vour Case 1 hopeless 

(he most obvious step, I think, 
to keep in mind that nost st 
essful pre-war appliance deal 
ceived a substantial f their n 
profits from sales mad Ir SCTVIC 

1ici¢ ed at mn f | na cl 1 
dising other than the appliance bt 
iness. In other words, they used th 
ippliance business to swell their pro 
fits rather than depending on it 
heir sole source of earning 

With that thought in view, con 


sider what profitable business you can 


engage in with the least capital inves 
What can vou do, and wha! 
can vou hire others to do for vou, that 
about wiring 


ment. 


will make money? How 
houses, or painting houses, or laying 
vou find a few 


5 


floor coverings? Can 
fellows who are good at such things 
work with 
activitics? ‘The field i 
crowded as is the retail appliance bus 
iness, and with the tremendous num 
ber of new homes to be built in the 
next five or ten years, with patiencc 
and hard work, you should be abl 
to find plenty to do. 

Is anyone in your community wa! 
erproofing basements of homes and 
stores? This is a field that is coming 
long, and workers can be fairly casily 
trained. ‘Talk things over with some 
of the building contractors you know, 
and ask their advice about compcti 
tive conditions in these activities; you 
may be pleasantly surprised. 

If you have found an answer to 
your problem of volume sales, it 
would be well to consider what vou 
will need to do to make sure that you 
get vour part of the _ post-recession 
business. You want more than just 
the average volume of sales. Remem- 
ber that it is the large number cf 
average dealers that makes the average 
so low. Some of the prewar dealers 


vou, or for you, in such 


s not nearly 
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got a good deal more than the averag< 
volume, and they all had to start from 
scratch at one time or another. 
First, consider the little matter of 
appreciation — appreciation shown a 
customer for having done business 
with you. Sometimes | think appre 
ciation of consumer trade is almost a 
lost art, but of course it isn’t. It’ 
just a little sickly because of the rn 
cent global unpleasantness during 


which everybody was 


short hand 


short of short ot 


merchandise, and 
patience. We necd to revive our un 


, 
derstanding of human nature and to 


ramcmber how good it feels when 1 
ire shown proper appreciation of ot 
trade, before and after the fact. It 
not cnough that we are no longer gi 
en a haughty look when we ask fo 
omcthing that used to be scarce 
Phe appliance retailer who cxpect 
to stav in business will need to build 
a clientele among the people in h 
trading area People will hav to 
to each other ““That’s the nicest pla 
do business, they scem glad t 


me whether I buv anvthing or no 


ind, “Have you been down to so-an 
ron to sec their vashet or refrigcra 
tor, or electric iron)?’ Chat is th 
way good will works, and it is th 
most valuable item in the asset 


ircment 
] 
i 


column on your annual 
though you may carry 
A neatly arranged, we 


store helps to create a cheerful atm 


ll light 


sphere, and a successful appearanc: 
People like to trade at 


and a clean place espe 


successfu 
looking place, 
Good 
and an orderly; 
of dust and fly specks, cost only a 


lighting, bright pain 
stock, free 


cially. 
arranged 


small fraction of what thev are worth 
in building good will before a sale 


Building Good Will 


Good will is a fragile thing, and 
no matter how good a job is done in 
building pre-sale good will, the rea 
task is to maintain after-sale apprecia 
tion on the part of vour customers foi 
that is what develops the most valu 
able sort of word-of-mouth advertis 
ing. We cheerfully $40.75 
for a good sized ad in the paper, but 
hesitate to act promptly and cheer 
fully when a customer reports a prod 
uct failure. ‘The prompt and efficient 
handling of after-sale service w:!l 
create more good will for an appli 
ance dealer than all the knocks of 
misguided competitors combined. 
Don’t hesitate to spend 60 cents 
in phoning for a part if a day will be 
saved in repairing some appliance you 
sold. And if coming back to the 
store after supper will enable you to 
get some customer’s iron or percol.- 
tor back to them in time for the next 
(Continued on page 84) 
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OW UTILITIES CAN HELP 





RELIABLE ESIIMATES show that ap 
ximately 100,000 dealers have been 
ichised to sell major electrical ap 
inces in the postwar period. ‘This 
bout tl times the number 
lers that we had prewar. Witana 
it 30,000,060 wired homes in ow 
ntiy, tl neans that we will have 
IWVCrage f one major apphan 
I ( lh 300 domestic clectric 
MCI | WCTAg holds trite 
section of th 
tl ] rrobab st I] 
icn th fu D 
yn fina MTIVC 
fan t new distribute ind 
S, CX 1 “bonanza” perio, 
undo fade out of thx Pp 
rapidly, but there will be cnough 
manufacturers with new products 
idditiont] dealer appointments to 
ce those who do give up. Whceth 
1s 1 to 300 ratio is too many, too 
or just about the nght numb 
lealers, time alone will tell. Th 
rts s that SO homes will sup 
1 village grocery storc We may 
that 300 wired homes will su 
in clectri appliance store in 
s 
lon't see how an electrical deala 
nak ng out of his busine 
he « produce a volume of at 
$5 vorth of retail sales pet 
then the electrical appliance in 
will be a five billion dollar a 
business and the average resi 
tial customer on our lines will 
to purchase appliances at a ratc 
bout $170 per customer per veai 
sounds like an impossible task 


n compared with our prewar met 
idising bogevs of $20 to $50 pe: 
omer per vear, but I have already 
yped assuming that we can_ base 





of our postwar sales estimates on 
prewar sales experiences. 

we believe what we hear and 
we read in the trade papers, 
1 the manufacturers of electrical 
lances are setting their sights en 
more ambitious goals than $170 
iles per customer per year. Wil 
1 J. Baster, in his recent book “‘No 
ition Coming,” states that Che: 
alone can produce more automo 
in the first vear after full pro- 
tion is reached than the entire 


+ 


Director of Residential Sales, Vir- 


ginia Electric and Power €a., Rich- 
mond. Adapted from a talk before 


Southeastern Electrie Exchange 


Sales Conference, in Atlanta, 
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look pessimistic. 

If the appliance manufacturing 3: 
dustrv does produc 
of appliances, then the appliance sei! 
ing industrv is going to have to deve! 


op plans to se ese appliances 


If the appliance dis- 
tribution branch o f 
the electrical industry 
is going to distribute 
the prodigious produc- 
tion of home appli- 
of which the 
electrical manufactur- 
ers are capable, there 
may be a need for 
the thousands of new 
dealers in this field. 
This sales promotion 
expert believes that 
the industry must be- 
gin to think in terms 
of sales of appliances 
of as much as $170 
per customer per year 
in comparison with 
bogeys of $20 

50. 


ufficient volume to keep up with this 
rate of production. ‘lo do this we ar 
going to need lots of dealers, lots ot 
promotion, liberal terms, competitive 
rates, and the finest specialty selling 
this country has ever known. We are 


going to need mass coverage, mor 
customer acceptance, a higher siand 
ird of living, better merchandising 


ind all of the other “Will O’ Wisps”’ 
we have talked about for the past 15 
vea’>s. 

I beheve the job can be done and 
will be done, if the 100,000 retail 


will put forth the necessary sales ci 


fort, and if they receive the support 
they will need from manufacture: 
jobbers, banks, and utilities. Mbosi 
studies of “‘reconversion” decal only 
with the change-over problems of fac 
torics, but I have an idea that these 
production problems are not half 

important as those related to selling 
the products after they are made 

A great many of the newly appoin 
ed dealers in our territory are firms 
which have taken on appliances as 2 
new “side-line’’! Many of these firms 
we the leading merchants in the 
local communities. Most of them, 
while not entirely dependent upon 
ippliance sales, are very eager to 
develop their new appliance depart 
ments into major proportions hey 
will welcome our cooperation and sug 
gestions and will give us plenty of 
opportunities to help them to make 
a success of electrical appliance mer- 
chandising. Only about 20% of om 
dealers are appliance specialty stores. 
Some of them were started on a “shoe 
string” basis and many of them may 
not survive this so-called “‘Reconver- 
sion” period which is already 15 
months old. 

If all of these new specialty dealers 
were to “fold up” in Virginia, we 
would still have enough established 
specialty dealers and new and old 
“side-line” dealers left to give us mass 
coverage, provided the survivors can 
be induced to become merchandisers 
rather than merely firms which 
“handle appliances”! As their electric 
utility company, [ believe we are 
obliged to do our level best to assist 
both the newcomers and the old tim- 
ers to make a success of the electrical 
appliance business. 

We must make appliances casicr 
to sell by seeing to it that users are 
enthusiastic about their electrical 

(Continued on page 82) 
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THERE is a_ well-bounced-around 
phrase, “Salesmen are Born — Not 
Made.” Like most cliches, that is 
only a half truth. Any sales manager 
with a speck of egotism hidden in his 
soul, knows darn well that the good 
salesmen on his staff were the result 
of his training and the poor salesmen 
were poor because they wouldn’t lis- 
ten to him or practice what he preacli- 
ed. 

But every sales manager also knows 
that while he developed some men 
into superb salesmen, there were oth- 
ers of the same eagerness to learn, 
the same energy to work that were 
still better brick layers than salesmen 
after months and months of training. 

Too many times in the past, train- 
ing has been considered the essential 
of a good retail sales force. But nci- 
ther the appliance retailer nor his 
sales manager can get full value from 
the training they give their salesmen, 
unless they have men that are poten- 
tially good salesmen. Thus training 
of salesmen in itself cannot reach fu!l 
effectiveness, nor can the sales force 
itself reach the effectiveness desired 
by the retailer, unless careful atten- 
tion is given to the selection of the 
men who are to be volume sales pro- 
ducers. 

There are certain definite import- 
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EARNING TO SELL AGAIN 


ope 


Part I - Selecting 
Your Salesmen 


ant characteristics that a dealer should 
look for in the men who ask for a 
sales job. These are the characteris- 
tics that make for a successful sales- 
man... some of which they are born 
with . . . some of which are acquired. 
No individual applicant for a sales 
job can be expected to have all of 
these desirable qualities. But the 
more of them he does have, the easier 
he can be trained, and the better 
salesman he is likely to be. Here are 
the things that experience has shown 
a retailer should look for in interview- 
ing a man for a job as a retail appli- 
ance salesman. 
1. Experience 

(a) Look for men who have heid 
jobs previously in which work was 
hard, hours were long, and wages low. 

Selling is hard work. The man 


By C. J. Coward 


Director of Advertising and 

Sales Promotion for Kel- 

vinator Division of Nash- 
Kelvinator Corp. 


who has had easier jobs is more lik 
to become dissatisfied with appliai 
selling. If, on the other hand, 
has worked on a job involving m 
physical effort, a sales job will seem 
correspondingly more desirable. Re- 
member especially, when considerinz 
a candidate lacking any sales exp- 
erience, that a man who has worke 
long hours at a manual job may b 
better prospect than one with a long 
record of inappropriate sales exper 
ience. 

(b) Look for men whose work has 
involved dealing with people rat 
than with things. 

Personal contact is the essence 
selling. If the applicant has |! 
experience in dealing with people 
many kinds he is more likely to h: 
learned how to handle them. Th 
for example, the applicant whose w 
has been largely limited to mechani- 
cal or routine tasks (such as auto 
pair man, welder, bookkeeper) is 
as good a bet as one with more ¢ 
erience in meeting people. 

(c) Look for men who have 
previous selling experience to house- 
wives and homemakers. 

This experience will have taug)it 
the applicant much about the requ 
ments of successful selling, including 
such things as customer approa 


ELECTRICAL SOUTH for FEBRUARY, 1947 





effective sales techniques, problems 
confronting housewives, and meet- 
ing customer objections. 


2. Education 


(a) Look for men who are high 
school graduates and have had one ot 
two years of college. 

The impression the salesman makes 
on customers is affected by such 
things as his fund of general informa- 
tion, his ability to use reasonably good 
English and the like. In men under 
35 years of age, the best educational 
background scems to be that of four 
years of high school and may also in- 
clude one or two years of college. 

While the completion of four years 
of college work should not eliminate 
a man from consideration, relatively 
few college graduates will find ap- 
pliance selling attractive over a period 
of years. In men over 35 years of 


ige, less “schooling” is required for 
the simple reason that times were dif. Which one should he choose? Puzzle for dealers in selecting men may not 
: be as great as in past—for experience has revealed definite characteristics 
fe enty years ago whe by : ; 

rent twenty years ago when they to look for in potential salesmen. 


were in school. Thus, for these men 
in educational level between seventh 
grade and high school graduation 
would be sufficient. 
3. Home Background 

(a) Look for men with average or 
below average social and financial 
background. 

Successful appliance salesmen most 
frequently come from homes which 
ire somewhat below average in social 
nd financial level. Men from such 
homes tend to regard the job as an 
upward step, superior to their past 
mode of living. Also they are more 
likely to have become accustomed to 
hard work for relatively small pay. 
These attitudes and habits are less 
likely to be present in men from high- 


Planned interview with prospective 

salesman can do much to reveal po- 

tentialities of applicant. Men with 

sales ability follow definite experience 

and background pattern that serves as 

a guide to future performance possi- 
bilities. 


When new salesman meets customer 
face to face, results depend upon 
three factors: (1) Correct selection of 
man as the salesman. (2) Adequate 
training in fundamentals of selling 
procedure and in product itself. (3) 
Competent direction of experienced 
sales manager. 


rs 8 
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Such men may con- 


er level homes. 
sider appliance _ selling 
them, or may cxpect higher wages 
than the job can offer. 


“beneath” 


4+. Age and Marital Status 

(a) Look for men between thr 
Ages of 21 to 45. 

A person below 21 docs not hav 
sufficient maturity and sense of 
sponsibility to win the confidence of 
customers. On the other hand, the 
more a man’s age exceeds 45, the 
less likely it is that he will have the 
necessary physical vigor and stamina 
to stand the rigors of appliance sales 
work. Neither the minimum noi 
maximum age limits should be hard 
and fast. A younger person who 
looks and acts mature, or an older per 
son who is healthy and _ efficient, 
should be given full consideration. 

(b) Look for married men or wid 
owers and men with dependents. 

A married (or widowed) man is to 
be preferred on three counts: (1) he 
has more intimate contacts with the 
details of home life, (2) he is mor 
likely to be a responsible employec 
and to have real motivation to do his 
job well, and (3) he has had to mak 
a satisfactory personal adjustment in 
order to “make a go” of his home life. 
Obviously, some of the above assets 
apply to a single man with depend 
ents, or to a widowed applicant 
5. Manner and Appearance 

(a) Look for men of 
height, neat and no, “B. O.” 

Other factors being cqual, averag: 
height is more desirable. ‘The sales 
man should be neither too tall nor too 
short. Personable appearance and 
strict attention to details of personal 
hygiene are essential, since selling r 
quires close contact between custom 
er and salesman. Halitosis and “B. 
O.” are strong liabilitics. Neatness 
of appearance is especially necessai 
for salesmen who make home calls. 

(b) Look for men of above averag 
physical vigor and stamina. 

Since selling requires long hours 
on one’s feet and extensive custome: 
contacts, the successful salesman 
should have cnough stamina to hold 
up under the strain. Good health 
and physical vigor are important. 


AVCTaZ 


6. Intelligence 

(a) Look for men of average in 
telligence. 

The appliance salesman should 
have average intclligence in order to 
win the confidence of his customers. 
He necds sufficient mental resource- 
fulness to answer unanticipated ques- 
tions or objections promptly, confid- 
ently, and effectively. 

On the other hand, it is possibic 
for a man to be too brilliant intellec- 
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tually for successful selling, in that he 
may lack the “common touch” or be 
too technical or analytical in his sales 
talk. ‘Then, too, the h'ghly intellec 
tual person is less likely to stick with 
i selling job for Jong; he will be 
ambitious to take on more challeng 
ing intellectual tasks. 

b) Look for men ¢ 
ibility. 

Phe appliance salesman needs to be. 
fluent—to know how to express him- 
sclf. ‘This docs not mean an exten- 
sive vocabulary. It mcans the abilits 
to use those words he knows forcefuils 
and effectively. His language should 
be that of the average man—ncith¢ei 
“high-hat” nor “low-brow.” Populai 
expressions are an assct in his speech. 


fF lugh verbal 


Personality Qualifications 

a) Look for men wich a competi 
five spirit. 

Nothing takes the place of “com 
petitive spirit” in a salesman. It ts 
th's quality that keeps him from quit- 
ting on his wav to a sale when diffi 
cultics and discouragements get m 
his way. ‘Thus, it is particularly im 
portant in interviewing a man to find 
out not ohly what sports he engaged 
in in high school, and perhaps after 
high school, but the extent of his 
participation. 

Regular participation in one o1 
more highly competitive sports wouid 
indicate that an applicant has thi 
competitive spirit you are seeking. 
\lso check carefully his experience i 
working since Icaving school. Jobs 
which have fostered this compctitiv« 
spirit are a distinct advantage. 

(b) Look for enthusiasm. 

Enthusiasm is probably the most 
important single personality chara: 
teristic of the appliance salesman. He 
must have the capacity for develop 
ing enthusiasm for something, wheth 
cr it be bascball or some other hobby. 
Such enthusiasm is essential to su 
cessful salesmanship. 

c Look for a lik'ng for hard 
work. 

Scliing home appliances is no joD 
for a man who wants to take it casv. 
It’s hard work at best, and especialh 
so in an appliance outlet. If he 
docsn’t actively like hard work, le 
won't like his job, and he won’t keep 
it very long. 

(d) Look for a desire and/or need 
to carn money. 

The desire or need to carn money 
is a powerful incentive to the sales 
applicant 

If he has an independent income, 
or needs relatively little to get along, 
or if he is partly supported by his wife 
or relatives, or if he has the need but 
just doesn’t have the desire to go aftez 
bigger money, he may well lack this 





powerful driving force. The desix 
or need will vary with the individua 
and its fulfillment will vary with th 
organization. If his needs or desir 
ire relatively low in normal years, h 
incentive will be too low for any bi 
the smallest retail dealer. 

On the o her hand, if his desires a 
rclatively high, the small dealer pro 
ably won’t be able to keep him—hx 


scck a job where he can carn what h 


needs. How much the applica 
should need, to be a desirable en 
plovee, depends on the upper car 
ing range of vour organiza‘ion. ‘Th 
umount required may varv—but th 


need must be strong 
(e) Look for 
He must be the kind of man 
cannot be given a “run around” o 
‘brush-off.”’ He must be able 
dominate the sales si uation throug 
out without losing h‘s temper or gi 
ing the appearance of being over-a 
sertive. The amount of tenacity h 
should have varices with the organiz 
tion. Ina utilitv or department stor 
tact is essential and should temper h 
aggressive behavior. In a furnitm 


aggres 1VCnleCSS. 


1, 


or appliance store, he must be high! 
igressive—a hard-hitting fighter f 
every sale. 

(f) Look for honesty and financi 
responsibility. 

The salesman must be an hones 


and financially re ponsible person. | 
he doesn’t meet his obligations, |! 
will be continually bothered bv fina; 


cial worrics. ‘These in'erfere with h 
effectiveness and mav cven result 

his pocketing his cmplover’s mong 
or cngaging in shadv practices whic 
will do considerable harm to th 
firm’s reputation. In addition, lac 


of financial responsibility is a svm] 
tom of an inadequate personali! 
make-up. 

(g) Look for a wide range of 
tercsts. 


A wide range of interests is an 
portant assct in a salesman. Tle mu 
be able to carrv on conversation wi 


housewives on topics of intcrest 
them. He must be familiar with the 
intcrests, since this is an obvious sal 
assct. Other social assets, such as car 
plaving, lodge memberhips, and t 
like, are also helpful. 

g) Look for an ability to we 
without supervision. 

The appliance salesman 1s oft 
“on his own.” He has frequent oc 
sion to be outside, where no super 
sion is possible. He must also oftc 
make decisions as to whether a potc 
tial customer should be followed w 
and how much effort should be d 
voted to cach prospcct. 

These are the qualities that sale 
managers, who have spent their enti 

(Continued on page 80) 


ELECTRICAL SOUTH for FEBRUARY, 1947 

















Water Heater Promotion 
Overeomes Objections 


\ BricHr ruruRE looms for auto- 
natic clectric water heating in St. 
|.ouis, Missouri, as the result of an all- 
ut sales drive developed by the Resi- 
ential Sales Department of Union 
I.lectric Company. 

I'welve hundred dealers, including 
lectrical appliance firms, plumbers, 
epartment stores and furniture stores, 
ill put electrical water heating de- 
nitely into the competitive circle, 
cording to Shel Bascom, of the Un 
n Electric residential department. 
\ 50 per cent reduction in operating 
ist, “subsidizing” of — installation 
st, ctc., have removed all of the ob 

tions which, in the past, have ham- 

red clectric water heater promotion. 

‘lectrical water heaters have been 
iosen for 1946-47 load building on 
1c basis that this is one of the few 

ms still available to level out fluc- 

itions in clectrical current use. Go- 
into sales fundamentals on water 
iting, Union Electric Company has 
ygnized the potential value of their 
to more efficient utilization of 
ctrical current generated. To fill 
load spots on the daily distribution 
it, water heaters are actually the 
means to store the energy creai- 

Mr. Bascom pointed out—92¢; 
ficient and capable of maintaining 
() degree water for tap use over long 

riods. Dealers are encouraged to 

ind install electric water heaters 
ipped with thermostatic controls, 

‘ich include a timer with a combi- 
tion meter, limiting operation to 
f-peak hours of from 10:00 p. m. 

+:00 a. m. o'clock. Inasmuch as 

it loss is negligible, the only loss 

hot water will be actual withdrawal 

ind properly sized electric watei 

iters will prov ide a constant source 

hot water which places no strava 
he clectrical svstem. 


Objections Studied 


Oucrving dealers as to principal 
tors limiting the sale of electric 
iter heaters, Union Electric Com- 
nv’s Robert Coe, head of industrial 
cs, found that the principal ob- 
tions were high operating costs, 
gh installation cost, and unwilling- 
ss on the part of dealers to risk 
ilure of installation to pass the Elec- 
cal Inspection. 

\ll of these objections have been 
moved in the co-operative plan. 
irst, Union Electric has dropped the 


watcr heating rate to 842 mills per 
kilowatt hour for urban users, and to 
912 for rural users—a 50°/7 reduction 
over the former rate. 

Second, the $15 to $25 cost fe: 
electrical installation will be unde 
written by the utility itself—through 
a subsidization plan cxtended to job 
bers and wholesalers. ‘Thus the deal- 
er need not risk loss or call-backs in 
making his electrical installation, sinc 
Union Electric Company will foot thi 
bills. 

A major task in sctting up prom: 
tion has been “‘re-cducating” 
to sell Jarger-volume heaters. With 


dealer: 
almost every dealer accustomed to 
30-gallon, quick-recovery types, Un 
ion Electric is aggressively promoting 
40 to 85-gallon installations, stress 
ing hot water at the tap, rather than 
quick recovery, such as is emphasiz 


ed with flame-type heaters. 

The reason why the largest size 
should be sold, as well as the com- 
plete story to train the dealer to sell 
clectrical water heating efficiently, is 
included in a comprehensive 44-page 
manual recently completed and dis- 
tributed among the 1200 dealers. This 
manual, one of the most accurate and 
complete manuals on a single electri- 
cal topic ever developed, is designed 
to teach the dealer “the whole job”— 
cvervthing from a fundamental knowi- 
edge of water heater construction to 
sales approach, picking the adequate 
size heater for a family, estimating 
the job, engineering, actual wiring, 
control hookups, etc. 

Union Electric Company spent 
several months in the preparation of 
this 3-color manual, which will serve 
s an “installation guide” for electri- 
cal dealers and plumbing firms rela- 
tively new to the field. Among the 
topics covered are “The Reasons Why 
Customers Will Buy an_ Electrical 
Water Heater” and “That All-Import- 
int Question: What Size Heater.” 
Other topics are: determining the cost 
of hot water, why modern homes need 
(Continued on page 80) 





Backed up by the local light and power company’s educational program, 
subsidized installation cost, and a rate reduction of 50 per cent, St. Louis 
appliance dealers are making plans to put real promotion behind electrical 
water heater sales. Leonard Meiners, right, a typical St. Louis dealer, dis- 


cusses his display model with a prospective customer. 


Cut-away model 


shows thermostat and insulation. 
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Pumping Heat from the Ground 


Union Electric Company is conducting extensive tests on 
a new type of heat pump system designed to heat and cool 
average size homes, using the ground as a source of heat. 


THE First of a new kind of com- 
pression type heat pump has been in 
stalled in the home of a Union Elec- 
tric Company engineer, in St. Louis, 
for the purpose of assembling test 
data on this important and newest 
item in the electrical household 
equipment line. 

The system undergoing tests dif 
fers from other heat pump installa 
tions in many respects, the principal 
difference being the use of coils bur- 
ied in the ground as a means of col 
lecting heat from the ground. Th: 
installation will be used as a pilot 
plant to establish engineering data on 
heat collecting coils buried in the 
ground and on general operating costs 


Fred Hubbell, project engineer of the Union Electric Com- 
pany, of St. Louis, Mo., examines the heat pump unit de- 
veloped in St. Louis heating and air conditioning average 
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for heat pumps in average size homes. 

Although the principle of the heat 
pump has been known for more than 
fifty years, it has had little practical 
application, and there are many un- 
known factors which need to be deter- 
mined to form a base for advanced 
engineering and installation. 

One important feature is the depth 
heat coils need to be buried, size of 
tubing, total length, and other factors. 
Union Electric engineers have already 
simplified and reduced the cost cf 
getting these coils into the ground by 
employing a well drilling company to 
drill shallow wells. This method is 
not only cheaper than use of hand- 
labor but is decidedly faster. 


size homes. 


the home of a Union Electric Company engineer. 
izes heat collecting ‘eoils buried in the ground. 


The Union Electric expermentai 
heating plant was installed under thc 
direction of Stanley Stokes chief engi 
neer. Eight hundred and eighty fect 
of pipe in sixteen-foot coil sections, 
were buried in dmilled holes in the 
back yard of the home of Georgc 
Whitlow, a Union Electric engineer 
whose home was chosen for the test 
[he pipe is connected to the heat 
pump refrigeration unit in the base 
ment. One of the important things 
to be determined by this test is thi 
length of pipe needed, the size of 
pipe, and the depth in the ground, in 
order to produce certain inside temp 
eratures. 

This installation uses the ground 


The unit is now undergoing extensive tests in 


It util- 
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as a heat source. Water is circulated 
through a closed system of ground 
coils, picking up heat from the earth. 
As this circulating water enters the 
basement of the residence it flows 
through refrigerating equipment where 
heat is extracted, the water tempera- 
ture is lowered and the cooled water 
is returned to the ground to again 
pick up heat. In the refrigerating 
equipment the heat which is extracted 
from the circulating water changes 
the refrigerant from a liquid to a gas. 
[his gas is then compressed and as 2 
result its temperature is raised to a- 
bout 135 degrees F. ‘This refrigerant 
in the gaseous form then enters th< 
condenser where it is liquified giving 
up its heat to another water circulai- 
ng system. This high temperature 
water in its flow through heating coils 
heats the home to the desired temp- 
rature. 

As long ago as 1852 Lord Kelvin 
proposed, in a paper read before th: en ere 
Royal Society, to heat a building with 
| ‘warming engine.’ Under present 
day standards his idea is sound, but 
it could not have worked then due to REFRIGERATOR UNIT 


—#_4<sA 


the limitations of the equipment avaii- = 
ible. Some of the mechanical preci- P | 
sion, development of gases, valves, a Ape ry 

a 


ind improvement of engineering prac- 
tice which has made mechanical { 
refrigeration practical, makes it pos op 
sible for the heat pump now to be- 
come a successful heating system. neste aaunee il ee atet sea 
Basically the heat pump is a com- POSITION J 
es mits ehor ; d sane (REVERSE FOR SUMMER) COLOER THAN 
pressor, an evaporator, a condenser, wae tela oes teddies 
and an expansion valve. The ground 
te are aa , 7 1p . » the 
temperature at a few feet below the OE TAIL OF HEAT PUMP 
frost line is said to be constant at a- 
bout 50 degrees. Coils buried in the 
ground containing either water or a 
refrigerant and connected with a conm- 
pressor system, will extract a part ot The sketches above show the layout of the house selected for the trial instal- 
this heat. and make it available at a lation and a schematic diagram of the heat pump system. Both of the 
atin of mere than 100 de. sketches show the outside heat source, “C”, as a single unit, whereas it 
: —— ° : - might be one unit or several as required. The amount of heat available 
grecs. from such a source is one of the points to be determined through the tests 
A system made in California and now being made. Shown below is one of the holes drilled in the ground 
which has been on the market for-se- for the heat pickup coils. Drilling is faster and more economical than pick- 
eral years extracts heat ia a siuniler and-shovel digging. Data will be assembled to determine depth coils should 
one see aig tea ‘ale ve be buried, number of turns, amount of copper to the turn, and similar perti- 
manner from the air, but its use is nent information not now available. 


limited to areas which have relatively 
warm air. Another system uses weil 
water, which also has a_ constant 
temperature, warmer than ground 
temperature, in the winter time. 
Robert C. Webber, of Indiana- 
polis, an engineer, who has placed a 
system on the market for use in cold 
countries, used one in his home and 
was able to keep a room temperature 
of 76 degrees when the outside temp 
erature was 10 below zero. 
l'ssentially a well-engineered and 
competitively operated heat pump 
plant will put the power companies 
in the heating business—a_ position 
long sought. The system is certain 
(Continued on page 79) 
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‘THAT RARE COMBINAIION—a_ kit 
chen which is at once efficient, at.ra 
tive and cnjovable to live in—hes 
been on display at the Dallas Power & 
Light Company, in Dallas, ‘Texas, and 
has been examined by more than 35, 
000 people each month during thc 
two-month period it was on display. 

Top feature of the all-electric U 
shaped kitchen is an original open 
end-wall arrangement which makcs 
full use of this often-forgotten spacc 

Known as the Cottage Kitchen, and 
designed by Gencral [lectric Com 
pany, the room is not merely meant 
for work. ‘The emphasis throughout 
has been placed on livability. 

The kitchen proper—the working 
area—is equipped with the newest ap 
pliances, including a 7-cubic-foot de- 
luxe refrigerator with a left-hand door, 
a deluxe range and an clectric-sink, 
combining an automatic dislwashe 
garbage Disposall and sink. 


Several small appliances, rang ne 
P] g 


from an automatic toaster and glass 
coffee maker :o a mixer and clock, ar 





Dallas Power and Light Displays 
1947 COTTAGE KITCHEN 





also included in this model display. 

(he major appliances are laid ont 
in the U-shape which engincers and 
home economists have found most et 
ficient and economical of time and la 
bor. ‘The electric sink, from which 
the housewife looks out through 
wide casemented window onto het 
backvard, is ceniered on the end wail 
between the refrigerator and range. 

Doubling the usefulness of the ki! 
chen is the layout of the wall at th 
open end of the U. ‘The designer ha 
developed two arrangements of this 
space—both of which provide a us 
ful breakfast table and floor-to-ceiling 
storage cabinets. 

One arrangement imcorporates a 
small table which folds up against the 


shelved center sce ion of the wail 
when not in use. ‘Three specially built 
chairs slide into the wall under the 
table to make an almost flush surface. 

lor breakfast and quick snacks, the 
table folds down into the room to 
provide a three-place setting. Reveal 
ed behind the table is a compartment 
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in which table appliances are stor 
for use. 

The other end-wall 
calls for a wide casemen.ed windo 
against which is set a built-in brea 
fast bar with four slide-into-the-w: 


arrangeme 


chairs. 

Instead of the common sterile k 
chen colors, the designer has used 
rich, warm 
gicen and red. 
medium blue; the 
ter tops and brcakfa t tables a da 
bluc. ‘The 
apple green window sash; blue whi 
and grecn striped draperies, and brig 
red on the narrow molding arou 
the soffit, the sides of the chairs ai 
various small appurtenances. 

[he kitchen has been illuminat: 
with 520 watts of fluorescent and i 
lor convenient u 


combina.ion of — bluc 
Walls and doors a 


linolcum cou 


whole is accented wit 


candescent light. 
of small appliances there are nine 
stalled outlets, plus others in the ran; 
and cabincts. 

Ihe modcl kitchen was origina 


on display at the ‘Texas State [a 





This is the U-end view of 
the 1947 Cottage Kitchen 
displayed on the display 
floor of Dallas Power & 
Light Company and now 
on display in other south- 
western cities. As in most 
kitchens, the electric sink 
is located at the closed end 
of the “U”, between the 
refrigerator and _ range. 
Note the plant pocket in 
the window sill and the un- 
usual striped roller shade. 
The modern’ dishwasher 
portion of the electric sink 
is fully automatic; you 
scrape the dishes and stack 
them in metal baskets: 
close the lid; press the but- 
ton; and the dishwasher 
does the rest. The cycle in- 
eludes pre-rinse, wash and 
double rinse, followed by 
the automatic raising of the 
lid to let the dishes air- 
dry in their own heat. 












ew of 
itchen 
jisplay 
ver & 
| now 
south- 
| most 
c sink 
“d end 
n the 
range. 
ket in 
he un- 
shade. 
washer 
ic sink 
4 you 
| stack 
iskets: 
1e but- 
washer 
cle in- 
th and 
ied by 
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\t the conclusion of the fair, the 
nodel kitchen was moved to. the sales 
loor in the lobby of the Dallas Powe: 
nd Light Company building, where 
t was provided with a glorificd set 
ng. 

As an experiment in publicity, the 
ompany continucd is regular pro 
ram of newspapcr advertising with 
ut using ncwspapcrs to call attention 
o this displav. But throughout th¢ 
pproximztcly two months in which 
he kitchen was on display, its pres- 
nce was emphasized through a rat! 

heavy program of spot announc: 
icnts on one radio station. 

P. M. Rutherford, Jr., advertising 
lanagcr, reports: 

‘A rather large number of people. 
ssibly more than 35,000 cach 
ionth, came through our floor ty 
ispect the kitchen. We had a great 
any interested visitors, who were 
operly accommodated by our hon 
rvicc advisory staff.” As a result of 
i¢ demonstrated pulling powcr ot 

kitchen display, it is now the plan 

the Dallas Power and Light Con: 
nv to install running hot and cold 
iter on the sales floor as soon as 
iterial is available. After that in 
lation is made, several complete 
ctrical kitchens will be on display 

ll times.” 

Ihe General Electric kitchen was 

cutly moved and is now on dis 

iv at Foley Brothers, Houston, 
lcxas, department store. It will be 
splayed in other southern cities. 


ek; 
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The designer of this kitch- 
en made maximum use of 
the open-end wall. Two 
floor-to-ceiling cabinets at 
either end of the wall flank 
an open shelf arrange- 
ment which jncorporates a 
table that folds up against 
the wall and three special 
chairs that slide inio the 
wall. Concealed behind the 
table are small appliances. 
The inset directly above 
shows how the wall appears 
when the table is folded up 
and chairs are tucked away. 
At top is a variation in the 
end wall treatment which 
includes a large picture 
window, 
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How To SERVICE AN IRON 


(1) The first step in servicing an iron is to check the cora 
for possible abrasions of the insulation, the handle for 
eracks or breaks, and the sole plate for nicks and abrasions. 
(2) Next, test the iron for circuit continuity with a watt- 
meter or test light, and, while testing, also check the cord 
for any indication of breakage of the cord conductors. 


(4) If the terminal serews are tight, and the iron still fails 
to heat, remove the control knob set screw and the control 
knob. (5) Then, remove the deck screws, and, after loosen- 
ing the terminal screw, tap lightly on the front of the 


(7) To examine the cord for possible burn-out at the cord 
terminals, remove the terminal screws and the cord termi- 
nals. (8) If the cord shows burning or conductor break- 
age at the terminals, it should be cut back, and repaired. 
or else replaced. The condition of the handle around the 
cord connections should also be checked. If the bakelite 
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(3) If the iron does not heat, and the cord is not broken, 
then examine the terminal connections. This is done by; 
removing the name plate screw and name plate, and insert 
ing a screw driver through the openings in the heel rest. 
These connections, like all other connections, should be 


perfectly tight. 


handle. The handle and deck assembly will slide back- 
wards, and can be removed by lifting over the control 
screw. (6) The handle and deck are now separated by 
removing the deck studs, handle screw, and deck hook. 


has burned away, replace with a new handle. (9) To re- 
move the cord for the purpose of repairing or replace- 
ment, take out the strain relief screw and the strain relief. 
The cord can then be pulled through the cord spring. 
which is not detachable. 
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amine the silver contacts to determine if burned out or 
fused. Check the control spring to see that it is not 
broken, and is hooked properly in place. Examine the 
thermostat jumper for burn-out or loose connection. Also, 
check the control screw, which should turn freely, 


(10) If it is necessary to check further to locate the loose 
eonnections or burn-out, remove the cap screw and cap. 
This exposes the thermostatic parts of the iron. (11) Now, 
check the unit terminal connections for tightness, and the 
unit wire for possible breakage or burn-out. (12) Ex- 





ken, 
2 by 
ser! 
rest. 
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(13) Test the unit for burn-out by holding testers at the sary to replace the unit, remove the control bracket stud, 
terminal points. (14) If it is necessary to replace the 
thermostat or any of its parts, remove the control bracket 
nut and the control bracket stud screw. The actuator and 


control assembly can now be removed. (15) If it is neces- 


press plate screw, press plate clamp screws, the press plate 
clamps, and the press plate. Except when necessary, the 


press plate should not be removed. 





iL a a lS 


yack- 
atrol 


1 by 


(Photos courtesy Landers, Frary & Clark) 





(16) If the wattmeter or test light shows the circuit intact 
(see 2), then test the thermostatic adjustments with a 
pyrometer. The thermocouple should be placed under the 
center of the sole plate. With the control set at its max- 
imum high heat, the thermostat is set to operate at a sole- 
plate temperature between 520°F and 550°F. If pyrometer 
equipment is not available this temperature test can be 
made with a wattmeter or test light and the cut-out time 
determined. On the 1000 watt iron pictured, the thermo- 


ostat assembly. (18) To adjust the control, remove the 
control screw shank spring and washer, and the control 
screw lock. Turning the control screw shank counter- 
clockwise lowers the temperature setting. Turning it 
clockwise raises it. Changing the position of the control 
screw lock one tooth on the knurl varies the setting ap- 
proximately 25°F. The iron should operate for at least 
20 minutes before being adjusted. The adjustment is 
locked by replacing the control screw lock. After proper 


D re- stat should operate between 3% and 4 minutes at the high adjustment the removed parts are reassembled. To attach 
lace- control setting. (17) The control is adjusted with the the control knob, turn the control screw shank to its max- 
slief. control knob, deck, handle, and cord removed. The iron imum setting (clockwise) and slip knob over knurling with 
Sie can be energized by attaching a regular cord or a pair of “L” of word linen approximately on the arrow indicator 
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clip testers to the exposed flat terminal strips on the therm- 
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201—Glareless Desk Lamp 203—Fluoresecent Strip Lights 


Manufactured by the Mitchell Manu- Manufactured by Electricraft Corp- 
facturing Company, Chicago, III. oration, 42 Clifton Street, Newark 
4, 4 b J. 


AVAILABLE in three models, 20 and 
+0 watt single lamps, and 40 watt for 
two lamps, these fluorescent channel 
lights are readily adaptable for use in 
commercial, industrial, and occasional 
lighting installations. 

Constructed of heavy gauge, rust- 
proofed steel, electrically welded In the winter months, the circul: 
throughout, these lights = finished | or sucks in the heated air that rises to 
“— & special durable white enemel. | he ceiling and distributes it withor 
lhe ends are trued and squared toin- |  iraft to all parts of the room. 
sure accurate fitting in strips or any a ee 
architectural plan. 

7 Pea er oe | 204—Lineman’s Safety Belt 
minated in this new type Desk Illumi- rae 7 
nator through the bic! a concealed sae sya by Seg Safety Su; 
polaroid filter. Manufactured by Wilster, Inc., 5700 | aie a —" — 

Utilizing two standard fluorescent | Detroit Ave.. Ceveland, Ohio. | sity, Mo. 
lamps as the light source, the light 
passes through the filter which ac- 
tually combs and traps the rays which 
vibrate in a horizontal plane. Only 
the vertical useful rays are permitted 
to pass through the filter; providing 
soft, even, glareless illumination. | rect draft 


HarMFUuL eye-straining glare is eli- 
202—Air Circulator 


, | MaDE OF FIRST QUALITY selected 
Tuts unir provides year-round ait harness and saddle leather which 
circulation, both winter and summer. | [atigo leather lined, making a soit 
In summer months lower temperi- | pliable cushion, this belt is very con 
tures are effected through the scienti: | ‘ortable to use. The cushion is 

fically designed louvers without a di- | ‘yches wide. 
Tested dee rings, snaps, and buc 
les are used on this belt. 


Xe ' * 
*K * x 
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206—Television Receiver 


Feb. 1947 | \fanufactured by Crosley Division 
Electrical South Aviation Corporation, Chicago, I! 
1020 Grant Building Ouveranomec:: he ‘fs 
Atlanta 3, Ga. _ OUTSTANDING among the many fev 

tures of this receiver set is a swivel 
ube mounting which pivots over a 


Please send me additional information on the following 60 degree angle and thus permits 


New Electrical Products described in this issue: 
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viewing from either right or left as 
well as straight on. When not in 
ase, the tube swivels into the cabinct 
so that no controls are visible. 

A continuously rotatable switch 
srovides for selection of from two to 
cight television channels by means of 
hannel selector plug-in units. 

The set operates on the standard 
\M band (540-1600 k.c.); band 
pread shortwave band (9450 to 11,- 
150 k.c.);} FM band (88-108 m.c.}; 
nd any eight of the 13 television 
hannels (44 to 216 m.c.). 

The set also has an automatic re- 
cord changer which holds twelve 10- 


inch records, or ten 12-inch records. 
* * * 


205—Cabinet Ironer 


Manufactured by the Conlon Corp- 
oration, 1806-1828 S. 52nd Avenue, 
Chicago 50, III. 


I'HIs IRONER features a new devel- 
opment; a hand-ironing action shoe 
which glides back and forth while the 
roll revolves at either slow or fast 
speed. 

The two-speed control makes possi- 
ble the changing from fast speed to 
slow without stopping the machine. 

The porcelain utility top cabinet is 
inged and serves as a shelf while 
ironing, and then becomes an every- 

‘ utility table when the ironer is 

t in use. 

Clothes may be “fed” to the ma- 


chine from either end. 
x * * 


207—Occasional Clock 


Manufactured by the Warren Tele- 
hron Company, Ashland, Mass. 


r'HIS HANDSOME CLOCK will add a 
touch of beauty to any spot in the 
house, and its bell alarm makes it par- 
ticularly suitable for the bedroom. 

[he almost-square case is made of 
crystal-clear plastic. The clock is 5% 
inches high by 6% inches wide by 
7; inches deep. The gold color 

tal numeral band is etched and 

d, and the characters are Roman 

imerals. A six foot cord is attach- 


[he movement contains the stand- 
self-starting synchronous Tele- 
iron motor and features quiet opera- 
ion and long life. 
* cd we 


208—Toaster Heating Element 
Manufactured by H. W. Tuttle & 


Company, Adrian, Michigan. 


\ NEW TYPE adjustable clip makes 
this toaster heating element adaptable 
to all standard frame toasters in use 














today. Sturdily built of die cut mica, 
and wound with flat ribbon nickel- 
chrome alloy resistance wire, these 
units come packed in separate enve- 


lopes with replacement instructions. 
me * * 


209—Frozen Food Units 


Manufactured by Victor Producls 
Corp., Hagerstown, Md. 


Detivery through distributors was 
i;cheduled to start on or about Janu- 
ary Ist for this new frozen food dis- 
play cabinet. 

Three models will be available in 
sizes of 10, 18, and 26 cubic feet capa- 
cities. These units are completeiy 
self-contained and are of all steel 
construction. Super structure is op- 


tional. 
* 


210—Reflector Lamp Line 


Manufactured by Lustra Corporation 
of America, 40 West 25th St., New 
York 10, N. Y. 


NINE NEw TYPES of reflector lamps 
for industrial, commercial, store, thea- 
tre, and display lighting are now avaii- 
able. Included in this line are neck- 
silvered directs and _ concentrators, 
side-silvered tubulars, and _ various 
floodlites, spotlites, and super-spot- 
lites designed to produce individual 
lighting patterns from very wide 
beams to narrow high-intensity beams. 

Construction features include sil- 
ver reflector linings sealed inside the 
bulbs, neck-reflector disks, precision- 
focused filaments, and daylight spray 
for color-corrected illumination where 
desired. 


K 
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211—Magnetic Relays 


Manufactured by Ward Leonard Elec- 
tric Company, Mount Vernon, N. Y. 


THESE MIDGET magnetic relays are 
designed for application in industrial, 
electronic, and special control circuits 
where remote or automatic operation 
is required. 

Suitable for a-c or d-c on standard 
voltages and frequencies up to 125 
volts, these relays are available with 
single or double pole, and single or 
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double throw silver contacts. 

This relay is provided with pin plug 
connectors which permits mounting 
by plugging into receptacles installed 
in a panelboard. This provides quick 
replacement and periodic testing 
where required. 

” 


3K x 


212—Improved Cleaner 


Manufactured by Health-Mor, Inc.. 
203 N. Wabash Ave., Chicago 1, IIl. 


INCORPORATING a new type of con- 
struction, this unit has a sound-proof- 
ed motor that eliminates the usually 
annoying noise of the ordinary clean- 
er. Another feature of this cleaner 
is the one-time-a-month removal of 
accumulated dust by simply removing 
the power unit and dumping the fil- 
ter cone in the trash can. A new 
cone is put in place and the cleanc1 
is ready for use again. 

Many special attachments are pro- 
vided with this unit such as the dust 
brush, the swivel nozzle, the floor 
duster, etc 


216—Portable Water Heater 


Manufactured by Electric Heat Ap- 
pliance Company, Adrian, Mich. 


THIS PORTABLE, sturdily built elec- 
tric hot water heater can heat a basin 
of water in two minutes. Its light 
weight and compactness permit it to 
be carried in a handbag when travel- 
ing. 

Constructed of heavy chrome plate 
over a brass shell, this heater carries 
a one year guarantee. 

x * x 
214—Work Positioner 


Manufactured by Garfield Engineer- 
ing Corporation, Kansas City, Mo. 


INCREASED EFFICIENCY and _ pro- 
ductivity of the worker, by permitting 
him to work with both hands free, 1s 
provided by this universal work posi- 
tioner. 
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The Powrarm Positioner holds 
light or heavy work and permits turn- 
ing 360° at any angle or horizontal 
or axial planes and 180° on vertical 
planes. 

A line of universal attachments is 
available with the positioner permit- 
ting the mounting of many types of 
work. 


ke 


213—Radio Phonograph Console 


Manufactured by Stromberg-Carlsoii 
Company, Rochester 3, N. Y. 















THe SALEM CHEsT is equipped to 
receive standard broadcast, — short 
wave, and signals on both FM bands. 
It has built-in antennas, eight station 
push buttons, which may be used on 
either AM or FM, tone control, vol- 
ume control, edge-lighted slide rule 
dial, automatic record changer, and 
a 12-inch electro-dynamic full float- 
ing speaker in a beautifully propos- 
tioncd mahogany veneer cabinet of 
colonial design. 

This model has generous album 
space and is designed for later attach 
ment of the Stromberg-Carlson wire 
recorder. 


215—Industrial Lamip 


Manufactured by Duro Test Corpora- 
tion, North Bergen, N. J. 


INSTANT STARTING, a rated lamp 
life of 10,000 hours, and higher effi- 
ciency are some of the features claim- 
ed for this new Slim fluorescent lamp 
now in production. 

The lamp is a hot cathode lamp 
that starts cold instantly, and its effi- 
ciency is the same as the preheat hot 
cathode lamp. 

Other features of this unit include: 
no starters required, available in all 
standard colors, operation singly or in 
multiple, lower maintenance cost, and 
invisible water repellent coating for 
humidity protection. 
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217—Underfloor Fittings 


Manufactured by National Electric 
Products Corp., Chamber of Com- 
merce Building, Pittsburgh, Pa. 








222—Clock and Door Chime 


Manufactured by The A. E. Ritten- 
house Company, Inc., Honeoye 
Falls, N. Y. 












Two NEW SERVICE fittings for high 
and low potential wiring have been 
designed expressly for use with the 
company’s underfloor wiring duct. 

Service fitting No. 7903, with its 
standard duplex T-slot receptacle, is 
to be used for high potential light and 
power wiring. Telephone, buzzer, 
and inter-communication low poten 
tial wiring in plant offices and office 
buildings are serviced at the floor 
level with fitting No. 7904. 

Either model is quickly wired and 
assembled with a single screw through 
the housing top, assuring minimum 
assembly time and maximum rigidity 
of the fitting. 


221—Wall Lamp Package 


Manufactured by Phil-Mar Electric, 
Inc., Cleveland, Ohio. 













































DesicNep expressly for kitchen in 
stallation, this combination clock and 
door chime sounds two-notes for th 
front door and a single note for thx 
rear door. 

The chime operates on any gooc 
10-volt bell-ringing transformer. Th 
clock plugs into a 110-volt a-c circuit 

xe xe x 


223—Automatie Washer 


Manufactured by Hotpoint, Inc., 


General Electric affiliate, 5600 Wes: 
Taylor St., Chicago, IIl. 










































AN ATTRACTIVE and practical answer 
to the problem of packaging wall 
lamps has been found in this carton. 
This new package titled “A Package 
of Light,” includes a wall lamp, re- 
flector bowl, shade, and, if the retailer 
chooses, a 100-watt incandescent 
lamp. 

This carton can also be used for a 
variety of attractive displays. 








DesicNED with the “agitator” pri 
ciple, this washer performs the oper- 
tions of soaking, washing, and rinsing, 
followed by a “rinse-dry’”’ without fur- 
ther attention once a dial is set. 

The washer has a nine pound ca} 
city and is equipped with oversize 
rubber wheels enabling it to be moved 
about easily. The wheels may be t-- 
moved for permanent installation. 

Three operations are involved ‘2 
performing a washing-soaking, was'- 
ing, and rinsing—and each is a repeti- 
tion of the other. All changes in me- 
chanics to shift from one cycle to an- 
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BREEZE BUILDER 
— NZ ~ 





All over the country, home-owners say “OK” when 
they refer to the BAR-BROOK BREEZEBUILDER 
Attic Fan. They like the cooling breezes created 
by this silent, economical, dependable appliance 
during the hot summer season. Dealers say “OK’’, 
ahhiner too— they appreciate this established customer 
acceptance which makes BAR-BROOK Fans easy 
to sell, and they like the simple, easy-to-handle 
package sale and the neat profit they bring. Write 
our nearest representative to learn how you can 


profit by selling . . . 
Another BAR - BROOK profit- 


= maker — the WINDO - WIND 
Window Fan. Completely fune- 

‘' tional, attractive, modern. Neat- 

Space 79 ly packaged, complete with 12’ 


cord and plug. 





Midwestern Representative: Southeastern Representative: Southwestern Representative: 
Earl Goetze Co. Fulwiler & Chapman Co. Geo. E. Anderson Co., 
Mdse. Mart, Kansas City, Mo. 702 Whitehall St., Atlanta, Ga. 1901 Griffin St., Dallas, Tex. 
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other are controlled by an electric 
timer. The operator uses a dial to 
select the time and water temperature 
of the washing cycle. The other op- 
erations are permanently timed by the 
electric mechanism. 

Dimensions are: 36 inches high; 
25 inches wide; and 25 inches deep. 
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228—3-Purpose Lamp Stand 


Manufactured by the Faries Manufac- 
turing Company, Decatur, III. 





THIS LAMP STAND may be used as 
a sun, therapeutic, or flood lamp. [t 
has a patented slide fitting that per- 
mits quick and easy vertical adjust- 
ment without the use of screws or | yolye in a complete circle thereby 
thumbnuts. ; | bringing cach slot to the best working 

lhe stand is finished in attractive position. It eliminates the clamping 
black ripple and polished chrome. | and unclamping of a vise or the hol«l- 
ar ing of the frame on blocks. 
230—Stator Holder The holder comes complete with 
removable tray for use on either side 
Manufactured by Motorcraft, Mul- and three sets of fingers. 

berry and 24th Sts., Munice, Ind. _ | x ke * 

CLAIMED TO CUT winding time 225—Lock-Action Lamp Sockets 
from 50 to 200 per cent, this holder Manufactured by Lasser Mfg. Com- 
firmly clamps the motor in place so pany, 40 N. E. 22nd St., Miami, Fla. 
that it can be stripped, wound, and : 
connected. 

The ring permits the motor to re- 


THIS NEW DEVICE is a lock action 
fluorescent lamp socket and _ starter 


combination. 

The new socket has sure-grip ter- 
minals and the starter features a posi- 
tive, turn-lock action. Both the lamp 
socket and starter are firmly gripped 
so that vibration or even severe shock 


cannot shake them loose. 
* aK 


226—Motorless Refrigerator 


Manufactured by Wright Industries, 
Inc., Lisbon, Ohio. 


AN ELECTRIC refrigerator using 
the basic absorption principle used by 
gas refrigerator manufacturers, retains 
the advantages of quiet operation and 
no moving parts but eliminates the 
objectional features of smoke and heat 
commonly associated with gas operated 
refrigerators. 

The new unit is reported to be 
cheaper to produce than existing elec 
tric absorption types and also less ex- 
pensive to operate. 

No special wiring or costly instal- 
lation charges are required by the new 
refrigerator; simply plug-in to any 
ordinary wall or floor receptacle. 

Finished models of this unit have 
been in operation since early in 1946 
and extensive tests have been con- 
ducted to establish operating costs, 
efficiency, and dependability. 








GEMS OF THE 
SMALL FAN FIELD 


The sensation of 1947 in the small fan 
field is the Zephyr Airkooler. Beautifully 
designed in 9” and 10” models in a wide 
variety of colors. Ideal for home, office, 
shop ... Perfectly balanced — will not 
creep. Quite as a spring breeze . .. Causes 
no radio interference ... Chrysler Oilite 
bearings require no oiling. All models 
underwriter approved ... Guaranteed one 
year. Large repeat orders show strong 
consumer demand. Distributors through- 
out the south. Prompt delivery. Write for 
full details and folders today. 


Underwriter Approved 


MODEL 9Z 


Underwriter Approved 


MODEL 10EZ 
gle x 
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Design Pat, Pend. 


“1. Easy to assemble 4. Exclusive design 

=... precision fit parts CALEY” hanger strap simplifies 

are completely inter- side to side adjustment 

changeable. of stems for perfect 
alignment. 


2. Easy to lock stem : 5. Easy to adjust stems 
anywhere on channel ; - upand down to correct 
to avoid ceiling ; for slightly uneven 
obstructions or meet ae = ceilings. 

existing outlets. 


6.Easy tointerlock units 
for continuous runs. 

3. Easy to hang... ; Rael oe, 

stem slides readily iv 

into key slot. 


Sa 


For fulldetails write for Catalog 
No. 46. The F. W. Wakefield 
Brass Co., Vermilion, Ohio. 





Over-ALL— 


in lighting, 
in construction, 
in ease of maintenance. 











— 


THE GENERAL THE GRENADIER THE COMMODORE THE DIPLOMAT 
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Radio for Every Room 
Is RMA Campaign Theme 


SPECIAL EMPHASIS on the advyan- 
tages of FM reception will be made by 
the Radio Manufacturers Association 
in its $50,000 campaign to promote 
“A Radio for Every Room—A Radio 
for Every Purpose,” Edward R. Tav- 
lor, chairman of the RMA sub-com- 
mittee in charge of the drive, said re- 
cently, in a talk before the FM Asso- 
ciation at the Statler Hotel, Wash- 
ington, D. C. 

Mr. Taylor, who also is advertising 
and sales promotion manager of the 
Zenith Radio Corporation, Chicago, 
described in detail the merchandis- 
ing and sales promotion program 
which RMA will launch early this 
year under the direction of the RMA 
Advertising Committee. 

FM broadcasting opens an entirc 
new field of radio entertainment, Mr. 
Taylor pointed out, and offers a com- 
pelling reason for every family to in- 
crease the number of radios in its 
home. The increased number of ra- 
dio stations which FM is bringing 
on the air, he added, makes it more 
imperative to have additional radio re- 
ceivers in the home so that every 
member of the family may tune in 
his favorite program, if necessary, at 
the same time. 

While about 90 percent of Amer- 
ican homes now have at least one ra- 
dio receiver Mr. Taylor said, less than 
half of them have two or more sets. 
Only one out of three families, he 
added, have two radios. 

Mr. Taylor called attention to the 
tremendous production capacity of 
the radio industry today, as compared 
with its prewar status, as the principal 
reason why a greater variety of models 
and cabinet designs will be available 
in 1947 than before the war. 

He estimated that 20 million pre- 
war sets are in need of replacement 
and expressed the opinion that many 
of them will be replaced by modern 
F'M-AM receivers. 

Trade associations representing de- 
partment stores, furniture stores, mu- 
sic stores and electrical appliance 
stores are interested in RMA’s “Ra- 
dio - in - Every - Room” program, Mr. 
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Taylor said, and have indicated they 
will cooperate. 

The campaign will be timed to 
coincide with the stocking of distri- 
butors and dealers with new and com- 
plete 1947 lines of radio sets, of which 
many will have FM-AM reception 
facilities, Mr. Taylor explained. 


Electrical Week 
For Chattanooga 


Tue Execrric Power Board of 
Chattanooga and The Electric League 
of Chattanooga will jointly sponsor 
an “Electrical Week” in Chatta- 
nooga, Tennessee, during the weck 
of March 10-15, featuring an electri- 











cal appliance show and a special elec 
trical feature section in the two local 
newspapers. 

The special promotion has been 
planned to coincide with the 3-day 
meeting of the newly formed Tennes 
see Valley Public Power Association 
which, it is expected, will attract from 
500 to 600 utility men from the TVA 
area. 

The general theme of advertising 
and publicity of the sponsors will be 
slanted to promoting Chattanooga as 
the “electrical center of the South.” 
The appliance show will be located m 
the Power Building at 6th and Marke 
Sts. Manufacturers, distributors, and 
dealers who operate in the Chatta- 
nooga area will participate. 


- 


POWER LINE PARADE—Modern pole transformers, the kind that regulate 
the flow of electric current into the homes of America, parade in double file 
as they come off this production line at the Westinghouse Electric Corpora- 


tion’s Transformer Div. at Sharon, Pa. 


Transformers on the line at the left 


are chiefly for city power lines, while those at the right are used mainly on 
rural lines. 
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No. V-4914 


No. V-4714 
No. V-4724 ceiling type 


No. V-4924 ceiling type No. V-612—Sunburst design, clear 
crystal glass with bright chromium 


Four examples of Preuch Crystal 


AND ONE OF CLEAR GLASS ¢4 Virden 


units develop neither glare nor high surface 
brightness to offend or injure eyes, they repre- 
sent both sound thinking and sound design. 
Prices attractive. See your Virden distributor. 


Rich with sparkling French crystal and gleaming 
chromium, these beautiful creations are an elo- 
quent argument for fixtures by Virden. People 
have only to see them to want them. Because these 


John C, Virden Company ° Cleveland, Ohio 
Member American Home Lighting Tustitute 


ELECTRICAL SOUTH for FEBRUARY, 1947 


33 














Edison Anniversary 


Widely Celebrated 


THE ELECTRIC UTILITY indust:; 
planned to celebrate the Centenni:! 
Anniversary of Thomas A. Edison, 
which occurred on February 11, 1947, 
with programs of wide scope and 
significance, Clarence L. Law, chair- 
man of the Edison Centennial Com 
mittee of the Edison Electric Insti- 
tute, announced. 

“Together with the many other in 
dustries that owe much to the genius 
of Edison, the electric power com 
panies of the nation will pay fitting 
tribute to the memory of the great 
inventor, whose life was devoted to 
service to the world, and whose in 
ventions helped to launch the most 
amazing era of economic progress ancl 
human betterment in world history,” 
Mr. Law declared. 

Throughout the month of February, 
electric companies will feature the lif, 
and achievements of Edison in ex 
tensive newspaper advertising, radio 
programs, window displays, outdooi 
advertising, and other forms of ad 
vertising and publicity. Power com 
panies plan to sponsor Edison dinners 
and luncheons for gatherings of civic 
and business leaders: In many cities, 
parades, air shows, demonstrations of 
floor- and sky-lighting, and other spe- 
cial events will be staged as a part of 
the Centennial activities. 

One of the most extensive pro- 
grams so far announced is the Edison 
“Pageant of Light,’ which will be 
held at Fort Myers, Florida, once the 
winter home of Edison. The pageant. 
which will extend from February 8th 
to the 16th, is sponsored by the Junior 
Chamber of Commerce and civic au 
thorities, with the co-operation of the 
Florida Power & Light Company. 

The pageant will be opened with 
a court ball, at which a King an‘ 
Queen of the festive weck will be 
crowned by Mrs. Thomas A. Edison. 
Among the events scheduled for th 
week are musical concerts, tennis and 
golf tournaments, an Army air show. 
baby parade, flower fashion show, 
boat races, street dances, and several 
parades. The Fort Myers Littl 
Theatre will present a play written 
specially for the pageant. 

The Electrical Association of Nev. 
Orleans is making plans for an Fdi- 
son Dinner, which will be held eith- 
er February 20th or 21st, due to the 
Mardi Gras celebration being held 
during the week of the 11th. Electri- 
cal pioneers of the New Orleans area 
will be guest of honor at the dinner, 
which will climax a week’s program cf 
activity. 

An Army and Navy show of mili- 
tary equipment based upon Edison’s 
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DATES AHEAD 
National 


13th Annual Sales Conferenee, Edison Elec- 
tric Institute, Edgewater Beach Hotel, Chicago, 
Ill. March 31-April 3, 1947. 

Annual Trade Show of the Electrical Manu- 
facturers Representatives Association, Inc., Bal- 
timore, Md. April 22, 23, and 24, 1947. R. 
G. Montgomery, Secretary, Nat’! Marine Bank 
Bldg., Baltimore 2, Md. 

National Housewares Show, Convention Hall, 
Philadelphia, Pa. April 27-May 3, 1947. 

National Electrical Wholesalers Association, 
Hotel Traymore, Atlantic City, N. J. May 5-9, 
1947. 

Annual Meeting, Edison Electric 
Atlantic City, N. J. June 2-5, 1947. 

46th Annual Meeting, National Electrical Con- 
tractors’ Association, San Francisco, Calif. Sep- 
tember 8-10, 1947. Clint J. Harder, National 
Secretary, 6233 Investment Bldg., Washington 5, 
D. C. 


Institute, 


Annual Convention, Illuminating Engineering 
Society, New Orleans, Sept. 15-22, 1947. 

2nd International Lighting Exposition and 
Conference, Stevens Hotel, Chicago, Ill., Novem- 
ber 3-7, 1947. A. B. Coffman, Manager, 111 
West Jackson Blvd., Chicago 4, Il. 


Southern 


Missouri Valley Electric Association, Annual 
Power Sales Conference and Industrial Power 
and Heating Section, Edison Electric Institute, 


Hotel Continental, Kansas City, Mo. February 
5-7, 1947. 

International Housewares and Appliance 
Show, Municipal Auditerium, San Antonio, 
Texas. February 9-13, 1947. 


Transmission and Distribution Committee, 
Edison Electric Institute, Atlanta Biltmore Hotel, 
Atlanta, Ga. February 10-11, 1947. 


Electrical Equipment Committee, Edison 
Electric Institute, Atlanta Biltmore Hotel, At- 
lanta, Ga. February 12-13, 1947. 


Southwestern Lighting Sales Conference, Il- 
luminating Society, Southwestern Section, The 
Plaza Hotel, San Antonio, Texas, February 20- 
22, 1947. Harry G. Hrivnatz, Houston Light- 
ing and Power Co., Houston Texas. 

The Spring Conference of the Engineering 
and Operation Section, Southeastern Electric 
Exchange, Sheraton Bon Air Hotel, Augusta, 
Georgia, March 20-21, 1947. J. W. Talley, 
Executive Secretary, 303 Haas-Howell Building, 
Atlanta 3, Georgia. 

Annual Conference, Southeastern Electric Ex- 
change, The Vinoy Park Hotel, St. Petersburg. 
Florida. April 3-5, 1947. J. W. Talley, Ex- 
ecutive Secretary, 303 Haas-Howell Bldg., At- 
lanta, Georgia. 

Missouri Valley Electrie Association, Engineer- 
ing Conference, Hotel Continental, Kansas City, 
Mo. April 16-18, 1947. 








discoveries is one of the interesting 
events planned for the week. Depart- 
ment stores and electrical dealers in 
the city will cooperate with the Asso- 
ciation and New Orleans Public Serv 
ice, Inc., in newspaper and radio ac! 
vertising featuring the Centennial. 


Conference in March 
Announced by Exchange 


Tue Sprinc CoNnFERENCE of the 
Engineering and Operation Section, 
Southeastern Electric Exchange, wii!] 
be held at the Sheraton Bon Air H>- 
tel, Augusta, Georgia on March 20- 
21, 1947. 

The first day of the conference w:il 
be devoted to topics of general inter- 
est with H. B. Robinson, operating 
vice-president, Carolina Power & 
Light Company, presiding. 

The separate meetings will be held 
the second day as follows: Distribu- 








tion Committee, with W. L. Rush, 
transmission and distribution engi- 
neer, Louisiana Power & Light Com- 
pany, as chairman; and the Produc 
tion & Transmission Committee, wit! 
Miles Cary, manager system opera 
tion, Virginia Electric & Power Com 
pany, as chairman. 

The Distribution Committee’s acti- 
vities will include matters dealing 
with operation and maintenance of 
distribution lines and systems, rura! 
lines, minor sub-stations, utilization 
and kindred matters. 

The Pruuuction and Transmissio: 
Committee will include those matte: 
pertaining to the operation and maia 
tenance of generating plants, maj 
sub-stations, transmission systems, :1- 
terconnection and regulation, relay 
Cte. 


Hotpoint, Inc. Official 
Name for Edison G. E. 


Horpoint, Inc. became the off 
cial name of Edison General Electri 
Appliance Company, January 2, 1947 
according to an action of the board 
of directors announced by R. W. 
Turnbull, president. The new com- 
pany name will carry the sub-title “: 
General Flcctric affiliate” to identif 
it as a part of the General Electri 
Company 

Asserting that the increased public 
acceptance of the brand name Hot- 
point had obscured the company 
former corporate name, Mr. Turn 
bull sad, “We felt that now was th 
time to change and simplify the com- 
pany name to match this acceptance. 
He added that Hotpoint 40 years ago 
vas the first appliance manufacturer 
to advertise nationally and that mil 
lions of dollars have been invested 
the establishment of this trade nam 

‘The company is embarking upon 
major enlargement program involving 
$17,000,000 in capital and plant 
pansion in the Chicago area, which 
will result in the employment of ses 
eral thousand additional skilled work- 
ers. The Chicago physical expansion 
will increase manufacturing capacitic 
to triple present facilities for the 
manufacture of electric canges, water 
heaters, and dishwashers, Mr. Turn- 
bull said. 

He added that Hotpoint is the in 
dustry’s largest producer of these ap- 
pliances and that the present expan 
sion was necessitated by a need t 
meet the expanded market in the 
period ahead. 

The company’s facilities for the 
manufacture of electric refrigerators 
and home laundry equipment have 
already been expanded. 

In addition to its lines of major 
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TYPE IND—FOR FACTORIES, LOFTS, 
SPORTS ARENAS, LARGE AREAS 


Heavy duty ventilators for air blast action 

. Rugged construction . . . High effi- 
ciency ratings to operate against static 
pressures. Ball bearing motors ond drives. 


Winter or summer, Chelsea ventilating 
units help make the day’s activity more 
comfortable, more healthful, more profit- 
able. User acceptance of these efficient air 
movers is a direct result of Chelsea design 
and range of models... a fitness for the 
job that makes every Chelsea fan deliver 
extra measures of satisfactory operation. 
Featured in most models are rugged, all- 
steel construction ... dynamically balanced 
blades . . . efficient, cool-running motors 
and drives . . . rubber cushioned moving 
parts . . . Get the details on the Chelsea 
line NOW. Chelsea fans are in great de- 
mand; early orders mean early deliveries! 


° “he, Fr 
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TYPE AA—FOR FOOD FREEZER, A 
MEAT PACKING & STORAGE PLANTS 4 mi ed, 


High air moving capacities . . . Depend- 

able, economical, ball bearing, totally 

enclosed motors... Ratings up to 4800 
CFM... Front and rear guarded. 





TYPE ED——FOR HOMES, SCHOOLS, 
CHURCHES, HOSPITALS, INSTITUTIONS 


Quiet operation combined with high air 

deliveries ... Rugged, streamlined con- 

struction . . . Rubber cushioned against 
vibration. Low power consumption. 


$ 
~ 
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@ CHELSEA PRODUCTS. INC. 
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home appliances, Hotpoint is the in- 
dustry’s largest producer of electric 
commercial cooking equipment. Wi.h 
the company name change, the name 
Hotpoint will replace Hotpoint-Edi- 
son on these products which include 
heavy duty ranges and bake ovens, as 
well as counter grills, griddles, and 
other automatic electric plug-in ap- 
pliances for restaurants, schools, hos- 
pitals, and other institutions. Manu- | 
facturing facilities on this line of prod- | 
| 





ucts are being expanded as part of the 
company program. 


International Harvester 
Introduces Appliances 


A BriLuiant new line of Interna- 
tional Harvester refrigerators and frec- 
zers, some now in production, others 
soon to be, was dramatically presented 
recently before a large, enthusiastic 

* sales convention at the company’s 
Evansville, Ind., refrigeration plant. 

The meeting—which included more 
than 300 Harvester branch managers, 
assistants, and other sales executives 
—was shown the nucleus of a line so 
complete that it will meet every 
domestic refrigeration preference. Re- 
frigerators, single and two-tempera- 
ture; freezers, chest and vertical—all 
in complete size and price ranges— 
all beautifully styled and with numetr- 





cus important selling features—will 
make International Harvester refrig- 
cration dealers strongly competitive. 

Also unveiled to the organization 
‘or the first time were powerful dis- 
plays dramatizing outstanding selling 
features. These will be available to 
International Harvester refrigeration 
dealers, a part of a complete program 
of national advertising and sales pro- 
motion. 

Following morning and afternoon 
sessions, a banquet was held at the 


ITotel McCurdy with Ralph F. Gates, 




























PERRY-MANN “FAMILY’—Employees of the Perry-Mann Electric Com- 
pany, Inc., of Columbia. S. C., gathered recently with their families for the 


company’s annual party. The company, which distributes General Electric 

products, was organized in 1899, In this period of generally poor employee 

relations and quick turn-over in employees, the Perry-Mann Company has 

established a remarkable record. The combined service reeord of the 37 

members of the organization totals 478 years, or an average of approxi- 
mately 13 years each. 
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Governor of Indiana, an honored 
guest. P. V. Moulder, Harvestc: 


executive vice-president, was a prii 
cipal speaker. 


The visitors were shown throug); 
the big Evansville plant in small pav- 


ties, each guided by a member of t! 
refrigeration division of which E. | 
Schneider is general manager. 


morning session. He explained Ha 
vester’s reasons for expanding its o 
crations in the refrigeration field 
include a complete line of househo 
refrigerators and freezers. 
“Refrigeration is a young industry, 
comparatively speaking,” Mr. Sc 
neider said. ““The market for dome 
tic refrigeration is far from saturate 
[here is a big, new market for fre 
zers as less than 200,000 of the 
units were in use before the war.” 
The convention group saw Intec 


national Harvester’s first new freezer 


-—a model of full 11-cubic-foot cap 
city—coming off the assembly line; 
also milk coolers, one of the con 
pany’s early refrigeration products 
which have been in mass production 
at Evansville since June, 1946. 

The plant is three miles north of 
I:vansville on U. S. Highway 41, with 
21 acres of floor space under roof. 
More than half of the plant site of 
71 acres is surfaced with concrete. 
[luge as is the present plant, there is 
emple room for expansion. 

International Harvester  refrigera 
tion sales are directed by T. B. Hale, 
v.ce-president in charge of generil 
line sales. Distribution is direct 
dealers through a nation-wide net- 
work of company owned and operated 
branches. 


Forty Per Cent Discount 
Sought by Dealer Assn. 


A FUNCTIONAL 40 per cent discount 
is a “must” if electrical retailers a 
t» promote successfully the sale 
>pliances in direct competition with 
c her well organized industrics—this 
decision was made recently at a join 
meeting of the NERA Board of Gov- 
crnors and NERA Policy Committc< 
held in the Merchandise Mart, Chi- 


cago. 
Prior to the meeting, NERA mem 
bership by popular vote selected 


twelve projects to constitute the ass 
c.ation’s 1947 Program. On Jan 
ary 17, 1947, the NERA Board otf 
Governors and its Policy Committee 
unanimously accepted this Program 
from the membership and declared 
it to be the official NERA 1947 Pro- 
gram of Activities. 

In the opinion of Managing Direc- 
tor C. C. Simpson, this is the first 
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REVOLUTIONARY FLUORESCENT DESK LAMP 


be 





The beautiful, sturdy ‘‘air-flow” design shade and attractive, electroplated finish give the 
“Glider”. an excellence that blends well with the most lavish office furnishings. Easily 





| adjustable to any desired position by the mere touch of the hand. And... it stays in 
position until moved. Complete range of positions assures 
. concentrated light without glare. Priced to please . . . sells 
, i y on sight! 
fo ; re. Se ote 
) ai SPECIFICATIONS 


No. 15000 





Shade: 19” x 334” x 1%”. Length from center of clamp to center of 
shade 18”. Clamp adjustable to 344”. Completely adjustable—hori- 
zontally and vertically. Finish: Shade electroplated statuary bronze. 
Shade fitting, arm and top fitting of clamp, satin chrome. Clamp— 
rippled bronze. 


Complete Vertical Adjustment 





Wired with turn button switch in base of clamp, 10 feet of rubber covered 
cord, and unbreakable plug. 


List Price $13.50. 
Equipped for 1 T8, 15 watt 18” fluorescent bulb. (AC and DC) Complete Horizontal Adjustment 









¢ 
* QO ANANACS Manufacturing Company, Decatur. Il. 


Pioneers in Lighting Equipment Since 1880 
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Circulators by MIMMS 
represent the finest in 
quality and performance. 
Your customers expect the 
best — sell MIMMS Circula- 
tors and you'll reap profits 
in dollars and enduring 
good will. 





Commercial and Industrial Models 


MIMMS Circulators are built 
to rigid standards of perfec- 
tion, Aluminum propellers 
cast in one piece — powered 
by Westinghouse motors — at- 
tractively plated chrome col- 
umns, guards and bases — 
these and many other exclusive 
MIMMS features assure your 
customer satisfaction. 


And. here’s the FIRST circu- 
lator to be built into a fine 
“piece of wooden furniture... 


“MimmMs. 


| oS Web 4 





she MIMMS LOWBOY is a 
really new development in 
home and office circulators. It’s 
a fine piece of furniture, de- 
signed by MIMMS to open new 
profit doors for you. 

e Mahogany, Walnut or Blond Finish 

© Coffee Table Height 

© 3 Quiet Speeds 

@ Built for a Lifetime 


The MIMMS LOWBOY distri- 
butes air evenly from all sides 
of its handsome cabinet at a 
low level where air is coolest. 
It’s designed for office or home, 
built from selected wood fin- 
ished to conform with most 
furnishings. Price and complete 
information will be sent to 
dealers. The MIMMS LOWBOY 
can make money for you NOW 
—your inquiry will receive 
prompt attention. 


re. n. mimms CO. 


1013 E. BROADWAY e¢« LOUISVILLE 4, 





time in history that a national pro. 
gram written expressly by and for the 
electrical retailer has been adopted for 
presentation to the electrical industry, 

“It is the solemn opinion of NERA 
leaders,” Mr. Simpson states, “that 
there must be an immediate halt to 
the trend of shorter discounts. Cer. 
tainly it would be disastrous if our 
industry fails to compete in the era 
we are fast approaching. Our dealers 
must be able to pay their salesmen 
properly, and to shoulder their rising 
costs of doing business, caused by an 
increasing number of trade-ins, in. 
creased credit and collection costs, 
and mark-downs on old models.” 

In addition to securing a 40% 
functional discount on appliances, the 
association will strive to obtain the 
same discount on replacement parts, 
This, the NERA leaders believe, 
would enable the retailer to service 
profitably, and to keep such service on 
a par with other industries. 

The decision by the NERA goy. 
erning body that the number one pro- 
ject should be the 40 per cent dis- 
count was based on the promise that 
if this one project was accomplished, 
it would then be a simple matter to 
accomplish the other projects on the 
program. 

Committee appointments for the 
various projects will be announced in 
the near future. These projects in- 
clude: Business Efficiency and Sales 
Promotion, Electric Company Rela. 
tions, Electrical Product Shows, Evx- 
pansion of NERA, Adoption of Fair 
Trade Standards, Industry-Wide Pro- 
motions (Adequate Wiring, Go-All- 
Electric, etc.), Installation Fees, Leg- 
islation, Manufacturers - Wholesalers 
Relations, Rural Electrification Pro- 
motion, Taxing of Co-Ops, and 
Trade-In Guide. 

To accomplish the desired program 
in the field of manufacturers-whole- 
salers relations, NERA has stated they 
fully realize that retailers will also 
have definite responsibilities. . This 
project suggests: that deliveries of 
appliances be restricted to retail out- 
lets who maintain service depart- 
ments; that appliance selling not be 
done by retailers of other industries 
who have little regard for industry 
good-will; that direct consumer sell- 
ing by wholesalers be discontinued; 
that special discount selling to em- 
ployee groups be discouraged; that 
manufacturers adopt descriptive tags 
for major appliances; and that prod- 
ucts be marketed only through regu- 
lar retail outlets, and in case of sales 
made to contractors, new homes, or 
on FHA financed deals, these sales be 
channeled through regular dealers at a 


standard dicount. 
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| Walker Drawn Front Meter Cabinets 
are preferred for a combination of ap- 
Pedrance and service... either in sheet 

; steel or aluminum finished with baked 
- grey enamel, they are rust proof, tam- 
~“perprooft, and weatherproof. seava stack 
Walker bis penipeent tr 
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NUFACTURERS OF SWITCHBOARDS ¢ PANEL BOARDS ¢ SERVICE EQUIPMENT + METAL ENCLOSURES 
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Catalogs, Bulletins and Technical Data 








109—Hanger Outlets and Floor Boxes. Bulletin No. 72 is a 
new bulletin recently issued by Frank Adam Electric Co., St. 
Louis, Mo. Various type hanger outlets and floor boxes are 
illustrated and described in the bulletin, and the list price of 
each is given. A new addition to the line of hanger outlets, 
the Clock, is also described in a special insert. 

110—Quikheter. The advantages of the new built-in type elec- 
tric Quikheter are discussed in Bulletin No. 73, of the Frank 
Adam Electric Co., St. Louis, Mo. Outstanding features of 
the Quikheter, such as its beautiful chromium finish front and 
its genuine Michrome wire heating element which should 
never wear out under normal operating conditions, are de- 
scribed, and illustrations show the Quikheter brings warmth 
into every room. 


111—Electronics Digest. Recording the latest developments in 
electronics at work, the new “Electronics Digest’? which includes 
articles on Stratovision, Mot-O-Trol, fluorescent light, electro 
lytic tin plating, X-ray inspection, and electrostatic air cleaning 
is announced by the Westinghouse Electric Corporation, Box 
868, Pittsburgh 30, Pa. The 50-page illustrated booklet, 
(B-3726), is published quarterly. 


112—Modernization Guide. Concentrating on plans for im 
proving the most inefficient parts of the wiring system in the 
home, Central Electric Company’s Appliance & Merchandising 
Department, 1285 Boston Ave., Bridgeport 2, Conn., announces 
a 20-page Electrical Modernization Guide. It is designed to 
overcome the conception of electrical modernization as an in 
convenient and expensive job. Highlight of the booklet is a 
description of the add-a-circuit program for rewiring. 


113—Airport Equipment Booklet. Typical lighting plans and 
wiring diagrams for all classes of airports are included in a new 
56-page booklet “Airport Electrical Equipment” (B-3573) an 
nounced by the Westinghouse Electric Corporation, P. O. Box 
868, Pittsburgh 30, Pa. Designed to meet CAA and Army and 
Navy standards, equipment listed and described in the booklet 
is also keyed by symbols to wiring diagrams and lighting layouts 
in the plan sections, to assist airport engineers in meeting spe- 
cific requirements for any type of airport operations. 


118—Theater Lamp Booklet. Westinghouse Lamp Division, 
Bloomfield, N. J., announces a new 32-page illustrated booklet. 
(A-4575), which gives detailed information covering the selec 
tion, use and maintenance of lamps for all theater applica 
tions, emphasizing particularly the new fluorescent circline and 
slimline lamps. It contains two dozen large architectural pencil 
renderings and 90 small lighting application and idea drawings. 
Six tables in the back of the book are specially designed to fit 
the needs of the theatrical industry and to aid in ordering lamps 


120—Tachometers. ‘The Herman H. Sticht Co., Inc., of 27 
Park Place, New York 7, New York, has recently issued con- 
densed bulletin No. 1045 showing nine different types of tach 
ometers which can be supplied by the Sticht firm. This bulle 
tin shows a large amount of tachometers including portabie and 





ELECTRICAL SOUTH, 

1020 Grant Building, 

Atlanta 3, Ga. 

Gentlemen: 

Please send me bulletins indicated below. 


Feb. 1947 























stationary types, single and multiple ranges, domestic and im- 
ported Swiss tachometers. 


122—Connector Manual. Anderson Brass Works, Inc., Bir- 
mingham 1, Alabama, announce their new complete manu! 
“Anderson Brass Connectors,’ Catalog 105, is ready for di 
tribution. ‘The complete line of Anderson bronze electrical 
connectors is discussed in up to date and specific facts. A de- 
tailed technical section—28 pages of tables, formulae, and in- 
formation—make this a valuable, reliable data source for the 
electrical engineer. Dimensions and shipping weights are give 
on all items, and the manual is cross-indexed with items grouped 
alphabetically and pictorially by sections and types. The catalk 
is des-size, measuring 9 x 11 inches, and containing 184 pag« 
permanently bound. 


123—Window Fan. A new catalog, “Bar-Brook Window Fan 
has been issued by the Bar-Brook Mfg. Co., 1553 Texas Ave., 
Shreveport, La. ‘This catalog shows illustrations of the B: 
Brook design to be used in offices, apartments and small home 


124—Midget Metal Base Relays. A new bulletin, No. 10+ 
has been issued by the Ward Leonard Electric Co., 31 S. St, 
Mt. Vernon, N. Y. This bulletin describes how midget metal 
base relays are designed for use in small radio transmitters, air 
craft control circuits and applications where space is limited. 


125—Industrial Fluorescent Fixtures. Day-Brite Lighting, Inc., 
5411 Bulwer Ave., St. Louis 7, Mo., has issued Bulletin 30-A 
which contains complete specifications for each type “Day-Line” 
industrial fluorescent fixture: single units and continuous sys- 
tems for two 40-, three 40-, and two 100-watt lamps; detailed 
data on installation, accessories and servicing; list prices and 
charts for figuring footcandle intensities. 


126—Unit-Fans. .A new 16-page booklet on unit-fans has 
been published by Reed Unit-Fans, Inc., 1001 St. Charles 
Ave., New Orleans 8, La. This booklet describes the design 
of the Reed reversible unit-fan and how by adding various at- 
tachments it serves all purposes and uses—for installation as a 
window fan, attic fan, portable floor fan, and all cgmmercial 
exhaust fan installations. 


127—Switch and Receptacle Plates. A catalogue page describ- 
ing a new line of switch and receptacle plates of pure aluminum 
that can be painted over with wall paint has been issued by 
D & M Mfg. Co., 79 W. Peachtree Place, N. W., Atlanta, 
Ga. These plates are breakproof, rust-proof, and conform to 
rough walls. 


128—Fluorescent Fixtures. An 8-page catalogue has beer pre- 
pared by Mitchell Mfg. Co., 2525 N. Clyboutn Ave., Chicago 
14, Ill. The catalogue includes a complete description of thie 
offices, stores, schools, public buildings, institutions, etc. 


129—Anti-Corrosive Paints. Literature has been published 
by Subox, Inc., 348 River Rd., North Arlington, N. J, on their 
Subox and Subalox paints used in generating, transmission, and 
distribution construction and maintenance. Both paints are 
based on a colloidally dispersed and amorphos pigment of su! 
oxide of lead which is so chemically active that weathering in 
creases its rustinhibitive properties as well as its hardness. 


130—Buzzer and Push Buttons. ‘The Wm. J. Murdock Co., 
Chelsea, Mass., has prepared a catalogue page which shows actual 
size illustracons of their new “Tone-Right” buzzer and push 
buttons. 


131—Lighting Bulletin. A 4-page bulletin (2169) describing 
briefly the various fluorescent and incandescent lighting equip- 
ment now being sold to the trade has been issued by Curtis 
Lighting, Inc., 6135 W. 65th St., Chicago 38, Ill. Individual 
specification sheets on various fixtures are included. 


132—Controlling Apparatus. A binder including descriptive 
bulletins and listings on electrical controlling and distributing 
apparatus such as safety switches, light and power panelboards, 


switchboards, and bus duct systems has been published by 
Bull Dog Electric Products Co., Detroit 32 Mich. 


133—Tru-Heat Automatic Iron. A specification sheet which 
completely tells the story of the new General Mills Tru-Heat 
Automatic Iron has been published by General Mills, Inc., 
Homes Appliance Dept., 1620 Central Ave., Minneapolis | 3, 
Minn. This sheet gives illustrations of and describes the exclu- 
sive features of this iron which make ironing faster, easier, safer 


and _ better. 


134—Terminal Lugs. A new bulletin, No. 8-DF, issued by 
Krueger & Hudepohl, 5 East Third St., Cincinnati 2, Ohio, 
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illustrates the larger size terminal lugs and describes folding 
double cupped washer lugs with and without insulation grip, 
with large and small screw holes for standard stranded, extra- 
flexible stranded and solid wire specifications. 


135—Hunter Ventilating Systems. A complete description of 
ventilating systems is given in the latest catalogue issued by 
liunter Fan & Ventilating Co., 400 S. Front St., Memphis, 
Tenn. Illustrations and discussions on the belt driven exhaust 
ians, capacitor airspread fans, Deluxe oscillating fans, exhaust 
faus and- ceiling fans’are presented ‘clearly in this catalogue. 


136—Soft Soldering.. The -Lenk Mfg. Co., Newton Lower 
Falls 62, Mass., has’ recently: issued a bulletin entitled, “Soft 
soldering,’ which. contains complete working instructions for 
home workshop soldering with all types of Lenk solder avail- 
able to the home craftsman: through various retail outlets. 


137—Gorilla Grip Connectors. “Mechanical Principles of 
Gorilla Grip Eiectrical Connectors” is the title of the new 12- 
page booklet, No. 466, published by National Electric Products 
Corp., Chamber of Commerce Bldg., Pittsburgh. The booklet 
was compiled to assist -engineéts, jobbers, contractors and in- 
custrigl purchasing agents in acquiring an exact understanding 
of the design and function of these connectors. 


!38—Electrical Fittings. A complete line of Gedney fittings 
which includes conduit bodies, as well as practically all fittings 
required for rigid conduit, armored cable, non-metallic cable 
flexible conduit and EMT installations is described in a folder 
recently published by Gedney Electric Co., R. K. O. Bldg., 
Kadio City, New York, N. Y. 


139—Electrical Apparatus. The Trumbull Electric Mfg. Co., 
Plainvillc, Conn., has recently issued a condensed general cata- 
log, ““Trumbullist”, which gives complete information on electri- 
cal control apparatus. 


140—Infrared Lamps. An 8-page folder, “Drying Problems 
Made. Easy”, listing the advantages of the Dritherm Carbon 
Lamps 1s available from the North American Electric Lamp 
Company, 1041 Tyler St., St. Louis; Mo. This folder includes 
a complete description of how Infrared Radiant Energy with 
Nalco Dritherm Carbon Lamps provides fast and economical, 
c{{cctive heat. 

141—Multiflex Brushes. The Helwig Company, 2544 North 
30th St., Milwaukee 10, Wis., has just issued catalog No. 245 
which lists brushes by code numbers. This simplifies the order- 
ing of the proper brushcs. 


142—Sun Lamp Data Book. The “Answer Book”, recentiv 
published by Sperti Inc., Cincinnati 12, Olio, answers all ques- 
tions about the sun lamp. Catalog sheets are also available on 
the portable model P-100 and the S-200 pedestal-style lamp. 


143—Circulation Fans. Detailed folders: are now available 
fom The O. A. Sutton Corporation, Wichita 2, Kansas, on 
all of their models ot the Vornadofan. ‘These folders are weli 
illustrated and give a detailed description of each unit. 


144—Trilmont Electric Heater. This booklet tells the story 
of the recognition won by the Trilmont Products Company, 
Philadelphia, Penna., for their electric heater. This com- 
pany won The National Safety Award which was presented by 
Lewis & Conger, of New York City. 

145—Chromalox Range Unit. Construction details and parts 
lisis for the Super-Speed and Heatflo range units are shown 1n 
Bulletin CF-145, available from Edwin L. Wiegand Company, 
7600 ‘Thomas Blvd., Pittsburgh 8, Pa. 


146—Transformer Demonstration Chart. This chart shows 
how banked secondary transformers opcrate under overload or 
fault conditions. The chart, SA-900, is published by the West- 
inghouse Electric Corporttion, P. O. Box 868, Pittsburgh 30, Pa. 


147—Monarch Electric Ranges. Data is available from Malle. 
able Iron Range Co., 4861 Lake St., Beaver Dam, Wis., on all 
tyves of this company’s ranges. 


148—Steel Utility Truck Bodies. A series of bulletins describ- 
ig \arious types of truck bodies, especially designed for use by 
pul utilities, including meter installers, appliance delivery, 
gencral service bodies, maintenance units, etc., is available, on 
regucst, from McCabe-Powers Auto Body Company, 5900 Bloci 
N. Broadway, St. Louis 15, Mo. 


149—Lighting Installations. Descriptive folders, published by 
Gruber Brothers, 72-78 Spring St., New York 12, N. Y., give 
coniplete information on their different types of lighting in- 
sidliations. 
_ 150—Farm Survey. Results of a recent survey of farm familics 
in |+ Southern states are now available from The Progressive 


ELECTRICAL SOUTH for FEBRUARY, 1947 








Farmer, Birmingham 2, Alabama. ‘This survey shows such fac- 
tors as size of farms, income, education, homes, etc. 


151—Commceicial and Industrial Lighting. Holdenline Co, 
2301 Scranton Road, Cleveland 13, Ohio, has issued several 
folders describing their chan’l-run basic unit system for lighting 
installations for commercial and industrial uses. 


152—Lighting Fixtures. Bulletin No. 10, available from The 
Spero Electric Corporation, 18222 Lanken Ave., Cleveland 19, 
Ohio, is a four-page brochure showing electrical fixtures and 
materials for electrical construction. 


153—Ventilators and Blowers. Performance data, dimensions, 
and specifications are all included in the well illustrated bulletins, 
now available from the Schwitzer‘-Cummins Company, 112% 
NViassachusetts Ave., Indianapolis 7, Ind. 


154—Welding Exhausters. Bulletin No. 736 describes the 
Octopus, jr., a portable exhaust unit, and the Octopus, a heavy 
duty unit, for applications requiring greater exhausting and blow 
img volume. Available from the Chelsea Kan & Blower Co., 
Irvington, N. J. 


155—Lighting for Schools. “Recommendations for Classroom 
Lighting” is the title of this booklet which gives case studies 
oi several lighting installations in schools. ‘This bulletin is avail- 
abic from The F. W. Wakeficld Brass Company, Vermilion, 
Cio. 


156—Electrical Apparatus. ‘This 48-page illustrated catalog 
shows electrical solderless terminal lugs, soldcless service con- 
ncctors, fuse clips, and many other elecirical items. Published 
by Ilsco Copper Tube & Products, Inc., Cincinnati, Ohio. 


157—Resistance Welding Control. The importance of con- 
trol in resistance welding is described in Bulletin GEA-4571, 
recently issued by General Electric Company, 1 River Road, 
Schenectady 5, N. Y. 


158—Attic Fans. This folder describes the Dana Deluxe 
Attic Fan and is issued by the George B. Klee Company, 
5501-27 Colerain Avenue, Cincinnati 23, Ohio. 


159—Renewable Fuses. Price list and specifications for Pierce 
uses is available from Pierce Renewable Fuses, Inc., 211-219 
IIertel Ave., Buffalo 7, N. Y 

160—Reactance Dimmers. Bulletin No. 74, issued by Ward 
Leonard Electric Co., 31 South Street, Mount Vernon, N. Y., 
describes in detail the Hysterset Electronic Control for the mod- 
em stage switchboard. 


161—Pressure Connectors. A 36-page booklet on the Lock- 
Tite line of pressure connectors has been issued by The Thomas 
& Betts Co., Elizabeth 1, N. J. 


162—Junction and Mcter Equipment. A scries of bulletins 
describing junction boxes, telephone cabinets, metering equip- 
ment, etc., for indoor and outdoor applications, is available 
from the Walker Electrical Company, P. O. Box 8, Station D, 
Atlanta, Ga. “ 


163—Metal Duct Housmg. ‘The first revision in five years of 
Catalog No. 445, describing and illustrating “4-by-4 Wirewa” 
has been completed by National Electric Products Corp., Cham- 
ber of Commerce Bldg., Pittsburgh 19, Pa. ‘lhis re-issue gives 
electrical contractors, jobbers, engineers, and purchasing agents 
complete information on metal duct for housing and protecting 
electric wires and cables. 


164—Bustribution Duct. This 23-page bulletin, No. 462, just 
issued by Bulldog Electric Products Co., Box 177, Detroit 32, 
Mich., describes in detail the Bulldog Feeder and Plug-In-Bustri- 
bution Duct for bus duct electrical distribution. The bulletin 
is profusely illustraied. ‘Ihe many drawings included show 
dciails of the duct, the various fittings, and the hangers, as well 
as diagrams of complete systems both of the centralized and 
decentralized system. 


165—Lighting Research. The Benjamin Electric Mfg. Co., 
Des Plaines, Ill., has just published a new booklet covering the 
activities of the new Benjamin Laboratory. This booklet will 
be of special interest to all. who are interested in the “behind- 
the scenes” portrayal of the research and testing which are es- 
sential to high quality and performance in lighting equipment. 


167—Ventilating Fans. A new, 48-page manual to be used 
as a guide for dealers in the selection and installation of Silent 
Breeze ventilating fans for residential, commercial, and indus- 
trial applications, has just been issued by The Holcomb & Hoke 
Mfg. Co., Inc., 1545 Van Buren St., Indianapolis 7, Ind. 


4] 















APPLIANCE MERCHANDISING 


Unique Store Front Design 
Draws Customers Inside 


WHEN POTENTIAL customers pass 
the Home Specialties, Inc., in New 
Orleans, they are drawn almost im- 
perceptibly into the store by its uni- 
que store front design. 

The front of the building slopes 
back on an angle, and a_ passer-by 
looking into the window eventually 
finds himself next to the door and 
away from the sidewalk. Milton 
Girard, managing partner of Home 
Specialties, Inc., has the advantage ot 
being able to use his entire store for 
display—his front window is large 
enough to allow complete visibility. 

“This saves the time and trouble 
of constantly dressing a window; | 
merely rearrange my appliances period- 
ically, and the customers get a differ- 
ent view whenever they pass the store. 
In a window, just a few appliances 
can be displayed, but in my place—I 
have the advantage of 100% display 
to window shoppers,” explained Mr. 
Girard. 

When Milton Girard and A. W. 
Herrmann incorporated to form the 
Home Specialties, they asked for all 
the latest ideas in store design from 
their New Orleans architect. Not 
only does the present store front de- 
sign tend to bring people to the door, 
but it also cuts down the glare and 
attracts attention. ‘The backless de- 
sign allows a full view of the entire 
store from any angle. 

Home Specialties has franchises for 
several lines of appliances. Whenever 
possible, Girard gives his customers 
the exact date on which they can ex- 
pect delivery of major appliances. 
“How soon can I have mine?” is the 
most frequent question asked at 
Home Specialties-and Mr. Girard’s 
answer is always as definite as pos- 
sible. 

The store, which opened in March, 
1946, plans to spot display any lines 
that Girard and Herrmann push. ‘Ihe 
item will have a colored spot light 
behind it, and will be placed between 
two fast selling appliances, which will 
get a dimmed effect by the use of 
dark lights or shadows. “Light and 
color always attract people’s attention, 
and by using them, along with choos- 
ing an advantageous location for the 
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spotted articles, we hope to success- 
fully push any appliance that we feel 
needs extra help,” said Mr. Girard. 

Almost all the appliances displayed 
in Home Specialties can be demon- 
strated merely by plugging in a 
socket. Said Julius Girard, sales man- 
ager, and brother of Milton, “I’ve 
really used this idea with a great deal 
of success. It’s surprising how many 
extra appliances I’ve sold because | 
can demonstrate just how they work 
in a few seconds. All the explaining 
I could possibly do would never con- 
vince customers as an actual demon- 
stration will convince them.” 


Model Kitchens Planned 


Soon, Home Specialties will com- 
plete construction of a model kitchen. 
All kitchen appliances and conven- 
iences, from dish-washing machines 
to refrigerators, sinks and ranges, will 
give the housewife of the Crescent 
City and adjoining parishes a chance 
to see a truly modern kitchen in ac- 
tion. The display will take an entire 
room and will be set off from the rest 


of the store. It will feature the latest 
word in appliances; and it will be de 
signed to show how kitchen space 
may be used most efficiently. Later, 
a model bathroom will be set up 
This exhibition will have a tile floor. 
cut-glass windows, and the latest 
twists in home plumbing. When ap 
pliances begin to arrive in a sufficient 
number, a group of salesmen will be 
trained to demonstrate, using these 
model rooms. 

Employment of a home-economist 
is being considered to give Home 
Specialties customers a chance to 
learn correct care of their appliances. 

Believing that a satisfied customer 
will return, Milton Girard is endea- 
voring to build a foundation for his 
business on customer _ satisfaction. 
‘“‘We never employ highpressure sales 
methods on the people who come 
into our store. If a customer has 
nothing particularly in mind, and is 
just wandering around the store, I let 
him wander. ‘The best way to run a 
customer out of a store is to begin off 
the bat suggesting one article after 
the other. ‘The time to sell is after a 
man picks out what he needs.” 

“Home Specialties advertises in the 
daily newspapers, in the telephone 
book, and by direct mail. ““The news- 
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The all-glass front of the Home Specialties building in New Orleans and the 
angle of the front lead customers naturally into the store. 
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DELUXE 
LOUVERED 
LUMINAIRE 


Super Light for a super Mart! 


R-— arket, 
AFTE = ood City 3 sre 
Here's the ate y MITCHE weatee? 
“sales- om 85 pale -candle ." ATCHELL 
cent Lid aol Achieve Y z ©. 301 1 
maintal vered Luminaire = 

Deluxe Lov “ continuous ro 


and No. 3009 # 
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Two different stores? No—it’s the same place Installations like these build tremendous 
—but the attractive, sales-inviting establish- user acceptance for MITCHELL Lighting— 
ment pictured at the right was created by a mean better business for the wholesaler. 
MITCHELL Fluorescent Lighting installation MITCHELL sales are package transactions— 
that changed the average foot-candle reading trouble-free volume business. MITCHELL 
from only 5 to a full 85! Every bit of this new _ installations are easy, smooth jobs for the 
abundant high-level illumination provides contractor—time-saving, profitable business... 
glareless, even light over the entire store area 


—superior light that creates a “selling” Mitchell Manufacturing Company 
2525 CLYBOURN AVENUE, CHICAGO 14, ILLINOIS 
atm ° P 
oP here Far West: Complete Modern Plant and Sales Office at Los Angeles 
Serves the Entire Pacific Coast Area 
1019 NORTH MADISON AVENUE, LOS ANGELES 27, CALIFORNIA 


Customers now find the products they want 
quickly and easily—they by more because they Better Light 
see more to buy. Salespeople work with less for 
strain and fewer errors—for bigger sales and Better Business 
profits. Here is “‘sales-engineered”’ lighting by sii iia at iit 
MITCHELL—from every angle, the Better . mn se Bosh Longs Port. 


Light for Better Business. . . tidal Unite ‘made by Tre Ait Ultrenistet Products Contac Amoolee) 





papers reach the people throughout 


the city and part of the surrounding’ 


trade territory—which helps us to ex- 
pand out sales area. The telephone 
book-is a 24-hour ad medium, and is 
generally read by people who are 
ready to actually buy. 

“Direct mail is our Sunday punch— 
it hits home and is almost sure to be 
read by the head of the house. We 
hope to confine our mailing list to 
people who are in a good buying posi- 
tion, have an interest in our products, 
or who may be in our locality. It is 
my personal opinion that people look 
to direct mail advertising with a 
friendly feeling and give it- more at- 
tention than any other advertising.” 

Mr. Girard has a unique—and effec- 
tive—method of setting up an ad ap- 
propriation. From each sale, he allo- 
cates a certain percentage of profits to 
advertise that particular appliance. In 
this way, he hopes to center his ad- 
vertisements around the items that 
sell best, judged by the amount of 
sales they have already made. 

A complete service department is 
in operation. It repairs anything elec- 
trical. “Repair work promises to con- 
tinue as a highly lucrative department 
in the future,” said Girard. 


Churches Prospects 
For Fan Systems 


With THEATERS, night clubs, and 
taverns air conditioned for the com- 
fort of customers, and with air con 
ditioning spreading rapidly to every 
activi.y that lives by attracting the 
public, churches of the South are also 
beginning to realize the value of com- 
fort cooling systems. 

Quite a number of churches 
throughout the South, no doubt, have 
already installed cooling systems of 
one type or another. Those that have 
not are excellent prospects for this 
type of equipment. And it has been 
demonstrated that churches are in a 
more favorable financial position than 
they have been for many years. ‘There- 
fore, a contractor entering into nego- 
tiations with a church for installation 
of a cooling system, need have no ap- 
prehensions on that score, as a general 
tule, 

These are conclusions drawn from 
experiences of the Dallas Power and 
Light Company, of Dallas, Texas, as 
related by R. A. Shive, until recently 
in charge of attic ventilation promo- 
tion for the utility. 

Mr. Shive reports that during the 
season of 1946, this company received 
more inquiries from churches about 
cooling and ventilating systems than 
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TALKIE DEMONSTRATION SCORES—A recorded voice, precisely co- 
ordinated with the actions of an automatic washer, kept crowds interested 
at the “March of Progress” reopening of Clemons Brothers, prominent 


furniture store, in Chattanooga, Tennessee. 


“Buddy Bendix,” speaking as 


the personified washer, gives a bang-up sales talk as “he” washes, triple 


rinses and spin dries through a 30-minute wash cycle. 


Mrs. Virginia Walter, 


home service director for Automatic Home Equipment Company, distributor 
for Bendix Home Appliances, Inc., is showing the woman spectator (in light 


coat) how clean a garment comes from the machine. 
J. N. Houts, manager of the Clemons appliance department. 


In the foreground is 
The display in 


a week was seen by 19,986 persons. 


ever before. His function was to help 
the church committee survey their re- 
quirements, to recommend the ap- 
proximate needs, and to put the com- 
mittee in touch with several contrac- 
tors. 

As a result of these inquiries made 
to the power company, a number of 
installation jobs resulted for contrac- 
tors. 

On one such job, according to Mr. 
Shive, E. N. Hanks and Son, Dallas 
contractor:, found that the church 
had both a cooling and noise prob- 
lem. The church location was such 
that traffic noises interferred with 
services. 

“In such jobs there are often prob- 
lems to be overcome, in that the 
the church was built with no idea 
of ever installing a cooling system,” 
explains Mr. Shive.. “In this case, the 
problem was to cool the audi’orium 
and, at the same time, reduce noise 
entering from outside. 

“This was done by installing six 48- 
inch fans and vents in the floor, 
which permitted drawing air from ‘he 
cool basement. This also permitted 
closing the auditorium windows, thus 
eliminating much of the outside noise. 
The complete job cost the church 
$1,500. 

“Another church decided on two 
50-inch fans, which were installed so 


that louvers in the church tower could 
be used for exhaust vents. ‘This in- 
stallation, by the Hall-Allen Electric 
Company, of Dallas, ran to $1,200.” 

Mr. Shive explains that churches, 
naturally, want the most satisfactory 
and most economical cooling installa- 
tion and that, therefore, the exhaust 
type fan is the most appropriate, even 
though it might involve some re- 
modeling to provide exhaust facili- 
ties. 

For churches, the compressor type 
of cooling system is generally too 
expensive in comparison with the 
time it is in use, he adds. Obviously, 
with a church using a cooling system 
only a fraction of the time that it 
could be used by a commercial or cn- 
tertainment enterprise, expensive com- 
pressor type installations would be un- 
economical. 

Mr. Shive cautions contractors 
against some dangers in dealing with 
churches. 

“First,” he says, “the church group 
should not be oversold on what an 
exhaust ventilating system can do. 

“A church membership consists of 
a great many individuals, all with dif- 
ferent opinions, and complaints are 
likely to arise, even if the installation 
was handled through a small commi - 
tee. I recall one church job in which 
the installation has been severcly 
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criticized, and the membersh‘p is not 
satisfied. 

“When -an exhaust ventilating sys- 
tem must bring in fresh air directly 
from the outside, it stands to reason 
tha: the summer air of the South will 
not rapidly cool an auditorium, if at 
all. The system in this case was cor- 
rectly installed and is efficient, but 
dissatisfaction of the membership 
arises from the fact the system does 
not cool the church in warm day time 
weather. 

“In this case, the church could 
solve its morning service cooling prob- 
lem, it seems, by operating the fans 
for a period during the very carly 
morning hours and thoroughly cool- 
ing the building. Perhaps this con- 
gregation got the idea that fans would 
cool their church, regardless of out- 
side temperature and time of day. 

“For that reason, in my opinion, 
contractors planning a church install.- 
tion should exercise caution to the 
extent of being sure that those repre- 
senting the church understand thor- 
oughly just what an exhaust ventilat- 
ing system will do. If there is no 
basement through which to draw and 
cool the air, the principal benefit for 
daytime services will be from ven- 
tilation only, not from a reduction in 
temperature.” 


Plumbers Organize 
To Sell Appliances 


APPROXIMATELY fifty-two ‘“‘mer- 
chandising plumbers” make up the 
membership of the newly formed 
Plumbing Appliance Dealers’ Asso- 
ciation of St. Louis, Missouri, which 
is designed to put plumbers operat: 
ing modern showrooms and selling 
complete lines of home appliance; 
on an equal footing with electrical 
dealers. 

“There has long been a serious 
need for concerted newspaper adver- 
tising, pricing and appliance promo- 
tion in the plumbing field,” Leonard 
Meiners, head of Meiners Plumbing 
and Heating Company, and one of 
the Association officials, pointed out. 
“Chief purpose of the association will 
be running collective advertising 
pointing out that the plumber wh» 
installs heating, hot water, etc., is 
also reasonably equipped to sell refri- 
gerators, ranges, and washing ma- 
chines. Also, we will standardize 
prices, service methods, credit, and 
everything else which goes into a suc- 
cessful appliance-sales operation.” 

Most important development is the 
“collective advertising” which the 
membership is sponsoring in the St. 
Louis Post Dispatch. During the lat- 
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ter part of 1946, the association ran 
$1,900 worth of such ads, cost split 
up among the twelve original mem- 
bers. In each ad, a photograph of a 
leading appliance is shown wi.h a 
price, and an invitation to “Buy from 
your dependable local plumber.” Be- 
neath, divided into five sections of 
the city are listings for each of the 
members, with address and telephone 
number. Cost of each such ad aver- 
aged $97, according to Mr. Meiners, 
who prepares each ad_ personally, 
checks it with his fellow members, 
and arranges for its publication. 

Sales pulled from the ads proved 
so sensational that other “merchan- 
dising plumbers” — as distinguished 
from the type of plumber who op- 
erates only an office and a parts room 
—fell into line. Formation of the 
Plumbing Appliance Dealers’ Asso- 
ciation of St. Louis will permit forty- 
five additional members to be brought 
into the fold, according to Mr. Mei- 
ners. Permitting a vastly larger ad 
budget, this has made possible a con- 
tract for 10,000 lines of advertising 
in the Post Dispatch for 1947, whici 
will be split up among all nationally- 
advertised appliance lines which St. 
Louis plumber-dealers will handle. 

Most surprising facet of the ad 
development is the fact that publish- 
ed prices for major appliances have 
“set the standard” for independent 
plumbers who do not belong to the 
association, according to Mr. Meiners. 
Home owners shopping for appliances 
in plumbing showrooms in the past 
have found a widely varying pricc 
structure — traceable to union and 
non-union shops, varieties in operat- 
ing costs, etc. Now, the plumbing 
industry can present a more unified 
front. More than 50% of the plumb- 
ers involved are either operating com- 
prehensive appliance repair shops, or 
are putting in facilities for the same 
—on the theory that full-scale repair 
service is necessary to maintain ap- 
pliances sold, as is also true of plumb- 
ing fixtures and installations. 


Winter Ventilating 
Program Under Way 


A WINTER VENTILATING campaign, 
lasting from December to April, has 
been announced by Howard J. Wil- 
son, assistant manager of the Mer- 
chandise Division, Georgia Power 
Company. As a sales incentive, a Pio- 
neer Club has been organized with 
members 1ip available to salesmen who 
sell at least one item of ventilating 
equipment. 

With winter winds blowing it 
would seem that the season was any- 
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thing but favorable for a campaign 
on summer ventilating units. How. 
ever, Mr. Wilson asserts that “therc 
are many advantages to customers in 
buying attic fans during the wintc 
time. There are also many reasons 
why the customer should buy and 
ins‘all attic fans this winter in parti 
cular: 

First-fans can be obtained now 
There is no certainty that they wi 
be available next summer because 0 
the shortage of electric motors. 

Second — prices are lower nov 
With prices increasing there is evei 
indication that attic fan prices wi! 
be higher next summer. 

Third—it is easier to get attic fan 
installed now. Carpenters and ele: 
tricians don’t want to work in hi 
attics where the temperature rang: 
from 120° to 140° in summertim: 
In the winter, on the other hand, i: 
side attic jobs are preferred to outsic 
jobs in cold weather. 

“After all,”’ Mr. Wilson said, “the 
same basic logic that influences a man 
to install a furnace in mid-summ«¢ 
to answer his heating requirement 
should lead him to put in an attic fax 
in mid-winter, to take care of his co 
ing needs.” 

Mr. Wilson further said, “\W 
have demonstrated many times in t! 
past that we can sell anything that 
make up our minds to sell; in fact, w 
have enjoved an enviable reputation 
as electrical merchandise pioneer:. 
Remember that a salesman is on: 
who can sell that which he has fo: 
sale at a profit.” 


New Department 
For Appliances 


A NEW APPLIANCE department geui 
ed to sell well above 2500 refrige 
tors a year is nearing completion 
Famous-Barr, St. Louis departm« 
store. 

Major appliances were forme 
sold and shown in the center of t! 
7th floor housewear section, with 
tle or no separate display facilit 
In the new department, each type of 
appliance will be separated by curving 
kidney-shaped display backgrounds, 
consisting of a center partition, and 
a rubber-tiled platform 4 inches above 
the floor. Thus, no major appliances 
will be shown on the floor anywh« 
Special “closing booths” will be b 
into the arrangement to permit sa 
men to finish up sales in privacy. 

At the rear of the department, | 2 
mous-Barr is building three comp'te 
package kitchens, all of which wil! be 
used for regular demonstration of all 
appliances carried. 
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You Can Always 
Rely on RACO! 


e Architects, builders and electrical contractors the country 
over know that they “Can Always Rely on Raco.” They 
know that 34 years’ engineering experience backs up this 
quality line. 

Get acquainted today with Raco All-Steel Products. You, 
too, will find that it’s the dependable line, the uniform line, 
the clean line—no ragged or rough edges; attractively 
finished and packed in cartons. 

Remember our slogan —it’s your assurance of a better line 


of steel switch and outlet boxes! 


* Many other types also available— Aa Box FOR EVERY NEED 


ALL-STEEL EQUIPMENT, INC. 
800 Kensington Avenue 
Aurora, Illinois 


ALL-STEEL PRODUCTS ALE -STEEL EQUIPMENT, ING. 
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ELECTRICAL INSTALLATIONS 


Alloeation Chart Eases Shortage 


OPERATING an extensive house wit- 
ing business which has been crippled 
by shortages of essential parts, Clay 
shire Electric Company, Clayton 
Missouri, has solved some of the prob 
lems involved by means of a “master 
chart” against which scarce recepta- 
cles, switches, and other parts are allo- 
cated on priority to those wiring jobs 
where they are most needed. 

“There is a very serious goodwill 
problem involved in house wiring at 
present” Syl LaBeaume, head of the 
firm, which employs 11 electricians 
specializing in house wiring, pointed 
out. “We are attempting to serve 
building contractors rushing ahead 
with G. I. homes and other building 
equally, but have been unable to make 
complete installations anywhere. We 
want to continue getting the business 
of these builders in the future, of 
course, and therefore we have analyz- 
ed carefully the problem of who 


should get which materials.” 

Working at breakneck speed for 
the most part, Clayshire Electric 
Company has been “roughing in” 
house wiring installations in the west 
ern St. Louis area. Chief shortages 
have been light-load wire, switche 
and switch plates, ordinary recepta- 
cles, and range receptacles. The lar- 
ter has been a particularly serious 
consideration since the Union Electric 
Company, local utility, has ruled 
against installing new electric ranges 
unless the house is completely wired 
for it and certified to have the prop- 
er receptacle. Coupled with the lack 
of oak flooring, soil pipe, and other 
building materials, electrical wiring 
shortages are holding up many sorely- 
needed homes. 

Due to comparative newness of the 
Clayshire firm (which has been in- 
stalling commercial and house wiring 
on a 50-50 basis for the past 15 


Syl LaBeaume, head of Clayshire Electric Company, of Clayton, Missouri, 
at left, looks over the scheduling chart which he maintains to show the status 


of scores of housewiring jobs. 


With many jobs under way but with only a 


trickle of materials available, he follows the builders schedule carefully, fin- 

ishing up only those nearly completed and leaving others in roughed in state 

as long as their completion is held up by other shortages such as floors, soil 

pipe, ete. His plan is working out to the complete satisfaction of the build- 
ing contractors. 
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months) allocations of the scarce 
materials have been difficult to ol 
tain. Therefore, ‘roughing in” hous 
wiring with provision for a_priorii 
completion of those jobs that requir 
it most has been Mr, LaBeaume’s on 
solution. 

Every house wiring job, as it is bi 
gun, is entered on a large chart in th 
electrical contractor’s office, wit 
date, location, number of men on th 
job, and specifications keyed by sym 
bol numbers. Added to this ar 
thumbnail descriptions of the indiv 
ual home, including figures on when 
the home will be completed, an est 
mate of the need for it, etc. Thesc 
figures guide the amount of wiring to 
be installed—so that if the home will 
not be completed for several months, 
due to lack of building materials, 1:- 
bor, etc., the wiring will be simp); 
roughed in—which amounts to 60°; 
completed, according to Mr. L: 
Beaume. 

“When we rough in a job this way, 
a complete set of plans is made up on 
the spot which will permit any elee- 
trician on the staff to go out and fin 
ish up the installation whether he 
worked on it himself before or not,” 
Mr. LaBeaume explained. “On th 
plans are all runs which are dropped, 
changes to be made, and a list of 
missing materials. We also tie a 
small, durable sign on the end of each 
dropped run, which indicate ru 
from the kitchen, from bathroom wa 
heaters, etc. This makes it simp 
to finish up when the time com 
Of course, returning to the job, shif 
ing from place to place, is a cost 
proposition, but we feel that it is n 
cessary to keep the building contra 
tors pleased.” 

The result of this system are scot 
of unfinished jobs which. require 
to 50 receptacles, and up to:25 switc! 
es. Instead of completing these ‘1 
the same sequence as originally 
stalled, however, the limited invei 
tory of switches and receptacles 
checked against the chart, whic! 
shows where they are most needc 
“In other words, the chart shows 
when a home will be plastered, inc- 
cating early completion,” Mr. I 
Beaume said. “Therefore, we all: 
ate enough finishing material to c>- 
ordinate completion of the wiring jo 
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Lrarllg Syl —T0 BE SURE / 


STYLED BY 


Wayne Ross Porter 


THE AMERICAN PUBLIC IS SOLD ON VORNADOFAN 


CASH IN ON THE HUGE DEMAND! 


—_—e 
Propeller pitch is more ® Greatér volume of air is Old style fans revolve 
acute. Therefore air *. sucked in and propelled an ineffective 60% of 
“bite” is greater, veloc- through the Vornado- the blade. The Injector 
ity and penetration are fan. All the air that Cone cures this com- 
increased. goes in, comes out. pletely. 


onsn 
alle dee 
* Guaranteed by ~ 
Good Housekeeping 
a 


o * 
C745 apveanistd WE 


AGAIN nul AGAIN 


They admire the extra features, the new principle 
of the thing, the beautiful appearance. A flip of the 
switch — and who wouldn't be ready, even eager, 
to buy? You can’t beat actual demonstrations. So 
get your Vornadofans out in front. Demonstrate 
them with care. For here’s an all-year profit 
producer that sells itself. 


0. A. SUTTON CORPORATION 
WICHITA KANSAS 
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with the plastering—getting the home 
ready for occupancy at once. This 
installation is made even though oth- 
ers may have been waiting much lonz- 
er, but are not near completion. We 
are actually filling in the final mate- 
rials wherever they are most needed, 
and, in that way, have never yet had 
to hold up a contractor on the origi- 
nal estimate he gave his clients.” 

The St. Louis contractor is spend- 
ing a lot of time in buying and run- 
ning down sources of short materials. 
“We have been fortunate in gettinz 
plenty of lighting fixtures,” he said, 
“which I had anticipated as another 
major shortage. In the main, our wir- 
ing work is gauged to be completed 
when it is absolutely essential to do 
so, and roughed in otherwise. Build- 
ing contractors like the system, and 
are cooperating by making their esti- 
mates as to when homes will be fin- 
ished as accurate as possible.” 


Cooperation Sells 
Better Lighting 


ELECTRICAL CONTRACTORS find it 
advantageous to work closely with 
light and power company lighting 
engineers in the design of lighting in- 
stallations. The design of good light- 
ing requires training and experience. 
While some contractors specialize in 
this field and develop ability along 
this line or have one of their assist- 
ants do so, most contractors do not 
have the personal time or the staff 
to handle this specialized work. Gen- 
erally, the lighting of a commercial 
installation is one of the few visible 
evidences of an electrical contractor’s 
work. Nothing will serve so much 
to promote a good reputation for his 
work as several attractive lighting in- 
stallations. 

A typical example of cooperation 
between the electrical contractor and 
the lighting specialist of the local util- 
ity is to be found in Knoxville, where 
Henry M. Moses, electrical contrac- 
tor, and Leslie B. Pierson, of the 
Knoxville Utilities Board, cooperated 
in the relighting of the Keener Den- 
tal Supply Co. 

The lighting fixtures previously had 
been hung in a rather haphazard way, 
probably with the idea of putting the 
light only where the workers would 
use it. This caused a high degree of 
contrast, with bright spots and deep 
shadows. 

Even with the bright spots of 
lights, the laboratory was gloomy in 
appearance as shown in the “before” 
picture. When the illuminating engi- 
neer was called in, he took into consid- 
eration the work being done. 
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BEFORE—This is how a dental laboratory in Knoxville looked before being 


relighted. 


Lighting fixtures had been hung in a rather haphazard way, 


probably with the idea of putting the light only where the workers would 
use it. This caused a high degree of contrast, with bright spots and deep 
shadows. 


AFTER—This is how the same laboratory looked after the relighting job. 

The lighting was designed by Leslie B. Pierson and installed by Henry M. 

Moses Electric Co. Outside rows of fixtures were located near the walls, 

which is not conventional. Mr. Pierson has used this method on a number 

of jobs, in order to prevent dropping in intensity of lighting along the walls, 
which is so common to many jobs. 


The lighting industry has provided 
in most rooms of this type a uniform 
illumination of around 50 foot-can- 
dies. However, in this instance, it 
was essential to have a higher inten- 
sity at the point of work on the 
benches. So the illuminating engi- 
neer felt that a general intensity of 
about 25 foot-candles, with auxiliary 
lights at the work, properly shielded, 
would be better. Mr. Pierson con- 
siders that it is good practice to use 
auxiliary lights where the ratio of the 
intensity of the local lights to that of 
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the general lights is not too great. 

Since the reflected light from tl 
walls and ceilings has a considerab! 
effect on a good lighting job, th 
customer was advised to make tl 
ceiling flat white and the upper wal 
a light color, of at least 60 per cei 
light reflection values, with the dad 
in a darker color. 

Henry M. Moses Electric Compa 
made the installation. The fixtur 
were Guth M-3030. Twenty-eigh 


of the fluorescent fixtures were instal’- 


ed at the ceiling and adjustable 6! 





ELE 


THE FAMILY OF 
FIXTURES THAT MEETS ALL 
INDUSTRIAL LIGHTING NEEDS 


THE 
CHAN’L-RUN 


AS/C UMIT 


SYSTEM 


HOLDENLINE co. 
Proneers in Pluorescent 
2301 SCRANTON RD., CLEVELAND 13, OHIO 


i 
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watt local lights were used on the 
benches. There are four rows of the 
fluorescent lights, arranged so that 
additional lights could be placed sn 
between, if desired. 

The outside rows of fixtures were 
located near the walls, which is not 
conventional. Mr. Pierson has used 
this method on a number of jobs, in 
order to prevent too much reduction 
of lighting intensity along the walls, 
which is so common to many jobs. 

The customer was much _ pleased 
with the job and so were his em 
ployees. Interviewed, he said that 
better lighting had brought better 
work. 

All the employees in the laborators 
were enthusiastic about the change. 
Mr. Pierson made before and after 
pictures of the laboratory. Every 
employee requested a before and an 
after picture and indicated consider- 
able pride in their improved working 
place. 

“This would lead one to believe,” 
Mr. Pierson commented, “that bettcr 
work could be expected from the 
higher morale resulting from a good 
lighting job.” 


Time-and-Materials 
Basis Improved 


UNCERTAINTIES AND DELAYS in re- 
ceiving materials at this time make 't 
unwise for contractors to make fixed 
price bids on many types of work. 
Consequently, nearly all contractors 
are handling most of this work on a 
time and materials basis. This is the 
only way they can feel reasonably sure 
of making a profit on the job under- 
taken. 

Time and materials, as a basis for 
charging for a job, is not always as 
simple as it sounds. The custome: 
will not pay for lost time and wasted 
materials. In order to keep custom- 
ers satisfied, an efficient system of 
recording labor and materials should 
be worked out by the contractor. 

One contractor who has developed 
a practical plan for handling time and 
material work is E. Levy, owner of 
I,. Levy & Company, of Alexandria, 
La. 

Of spccial interest is the fact that 
he has discontinued the use of indivi- 
dual material tickets. He finds that 
workmen lose them, they blow away, 
they get iorn. 

In the Levy shop all wire material is 
weighed out to tre trucks and then 
weighed in again. Other material is 
counted. Thus all the stock owned 
by the company is either charged to 
tneir warehouse and stock or it is 
charged against a job and is the re- 
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sponsibility of the crew that took it 
out. They bring back all the materiai 
that was net actually used and it- ‘s 
weighed in again. The difference be- 
tween what was weighed out and what 
was weighed in is the amount charged 
against that job for that day. 

The amount taken out by a truck 
and crew is entered in a bound led- 
ger from which leaves cannot be re- 
moved, which is kept in the shop. 
the amount returned is credited 
against it. Since the book is always 
kept at the shop there are no lost 
tickets and no misunderstanding in 
that regard. 

Mr. Levy charges the retail price 
for all matcrial including wire and 
bills his customers for time at the rate 
of $2.50 per hour for cach man. 

Every weck an itemized statemeni 
is rendered to the owner so he can 
make settlement for that part of the 
work. 

Mr. Levy requires a letter from the 
owner and the architect before deviat- 
ing from the specifications and plans. 
This letter must give in detail the 
cuanges requested. Since following 
this plan, there have been no misun- 
derstandings about changes. Verbai 
orders always lead to troubie, Mr. 
Levy said, because many times the 
exact wording and instructions have 
been forgotten and cannot be recall- 
ed. 

When changes are requested Mtr. 
Levy just asks them to give him a 
lette: so he will have a record for his 
liles. 

One of the hard things to do now 
is to estimate a job because nobody 
Knows what materials are available 
and in some cases do not have any 


i1aea what the prices will be. 

The plan followed-atthe Levy shop 
is to take all “the materials. off thc 
specifications and locate the materia 
by asking all the supplicrs to tell hin 
what they can let him have. . When 
ail the material has: been located, he 
asks them to hold it for him unt)! 
the bids are opened or the deal has 
been decided one way or another. 

Mr. Levy said he never makes a 
cstimate until he locates the mat 
uals. If they get the job, he the 
notifies the suppliers to ship or if he 
loses it he notifics them according 
which releases the material. 

Levy & Company have recent 
completed an interesting job. Thc 
had the wiring contract on the $5( 
000 hybrid seed corn plant owned | 
the Louisiana Seed Company. 

This plant consists of grading 
equipmeni, blowers, heaters and co1 
veyor belts, which leads to the eve 
tual result of selecting seed corn whici 
is adapted especially for the Louisiana 
climate. The plant will separat 
grains of corn which are only micr 
scopically different from each other. 

The plant uses over one hundred 
horsepower and the wiring plans in 
cluded many automalic controls and 
rclays. 

One of thcir current jobs is wiring 
the new $80,000 Dr. Pepper plani 
which is being built in Alexandria. 


An electric signal horn that will not 
synchronize with the varied noises in 
industrial plants has been devised. It is 
used for special signaling jobs in 
foundries, textile mills, machine shops 
and power plants. 


Levy .& Company, of Alexandria, La., have simplified their job materia! 
records by weighing materials out and in from each job. 


ELECTRICAL SOUTH for FEBRUARY, 1947 








Bust as the man in the 
asbestos suit dramatically 
demonstrates the fire-resisting 
properties of asbestos, a simi- 
larly-protected cable known 
as Okobestos proves its value 
in service where high tempera- 
tures are continuously encoun- 


tered. 


Okobestos wires and cables 
are made in a wide range of designs. All are engineered 
by Okonite to take full advantage of the heat resistance 
and stability of their impregnated felted asbestos insula- 
tion which is also highly resistant to mechanical abuse and 
to corrosion. Designed for use up to 8,000 volts . . . conform- 
ing to NEMA and Underwriters’ Laboratories standards, 
Okobestos serves, among other applications, as power 


cable, apparatus cable, multi-conductor control cable, 


flexible cords, switchboard wire and appliance wire. 


OKONITE & om 
SINCE 1878 
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In the making of Okobestos‘electrical-grade refined pure 
asbestos is felted and impregnated with flame and moisture- 
resisting compounds. Where required, a wali of heat-resist- 
ing varnished cambric is used as the principal dielectric 
element and a second wall of felted asbestos added. Over 
these layers, a protective covering is applied which may be 


a heavy asbestos braid, a cotton braid or a lead sheath. 


To meet specific conditions, Okobestos wires and cables 
may be furnished with all-asbestos insulation and asbestos 
braid, with all-asbestos insulation and lead sheath, with 


Okoseal synthetic resin insulation and in other constructions. 


Write for Bulletin OK-2061 which gives detailed descriptions 
of principal standard constructions and the voltages, operating 
femperatures and locations for which 
each is recommended. Address 


The Okonite Company, Passaic, N. J. 


insulated wires and cables 
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MODERN LIGHTING PRACTICE 


Wholesaler’s Lamp Display 
Helps Contractor-Dealer 


THE LAMP WHOLESALER’S display 
room of General Electric’s Lighting 
Institute, Neal Park, is a tool which 
will help the wholesalers develop and 
equip a sufficient number of lighting 
sales specialists in his district. For 
example, the small contractor and 
neighborhood dealer who can be made 
key figures in lamp sales can use the 
wholesaler’s sales room for actual 
demonstration, display, promotion, 
and sales training needed for the sale 
of good lighting. 

The ideas utilized and demonstrat- 
ed in what might be called the “city 
counter” and appliance show room of 
the wholesaler are so developed that 
they may in part be used in any suit- 
able area in a wholesaler’s establish 
ment. 

Displays in the room are relatively 
inexpensive, readily changeable, and 
flexible. 

The lighting sales demonstration 
area as typified here can be likened to 
a three-dimensioned lighting bulle- 
tin. The arrangement helps the less- 
trained salesman give his presentation 
of the lighting story, being led from 


sales point to sales point, from intro- 
duction to the conclusion of the sale. 
The trained lighting specialist can tell 
a creditable story to the architect, the 
engineer, the building owner, or the 
prospect for a bigger job. 

Typifying an area used for the “cits 
counter,” an example is made of u- 
ually waste space for appliance display 
so arranged that by rolling away the 
appliances the room is made available 
for the seating of small groups, thus 
using all wall space and ceilings fox 
group-customer demonstrations as well 
as lighting sales schools. 

The hide-a-way arrangement for 
lighting equipment on_ electrified 
trolley tracks is a forceful teacher on 
the value of obtaining undivided at- 
tention for commercial and office 
lighting. Specialties such as infrared, 
germicidal, or ultraviolet applications 
are compactly displayed upon wall 
and bookshelf panels with equipment, 
photographs of satisfied users’ installa- 
tions, catalog, price and installation 
data, as well as definite cus'omer 
benefits are all within arm and eye 
reach. 





This 
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model display on exhibit at the General Electric Lighting Institute at 
Nela Park, Cleveland, shows the type of display which electrical wholesalers 
could use advantageously to promote lighting sales. 





The commercial lighting area 





useful in actual display of the whol-- 
saler’s lighting line upon wall shelves, 
lighted niches, show cases, at the sam, 


time demonstrating full-scale not on 


equipment with the actual lighting 


levels, but also their practical app 


cations such as the 1-3-5-10 lighting 


ratios for store lighting. 


New Bulb Affects 
Portables Design 


A NEW TYPE of electric light bi 


which promises to revolutionize thx 
use of portable lamps and double tli 


amount of useful light distributed 
them, as well as provide added re 
ing comfort, has been announced 
Sylvania Electric Products Inc., 
the formal opening of the remode 
rooms of the Sylvania Lighting 
ter. 


Every portable floor and table lamp 
can be made into an indirect lighting 


unit by replacing the conventio1 

globe-shaped bulb with the new Sy! 
vania 200-watt Indirect Bolite bu 
according to the manufacturer. M: 





{ 
| 


over, because the new bulb provides 
its own diffusion, the need for bulky 


and heavy diffusing bowls used wi! 
some present indirect type lamps \ 
be eliminated. 

Designed so that it screws into | 
socket with the bulb facing upwa 
the new indirect bulb utilizes two dis 
tinct types of diffusing processes. ‘I! 


top, or flat end, of the bulb is frosted 


to furnish upward diffusion with: 
too much loss of light, while the |: 
er portion of the bulb has an op: 
scent coating to provide greater dif! 
sion of the light falling onto readi 
or work surfaces, thus eliminating u 
comfortable brightness contrast in t 
room. The result is both direct a1 
indirect lighting from the same bu!! 
without the use of supplement 
equipment. 

The new Indirect Bolite bulb » 
be sold with the special wire la1 
shade supports which can be used 
adapt existing lamps. These ad 
tors will be available in several st; 
designed to fit any type of table 
floor lamp. 

Three different types of adaptors 
will be available for conversion. Most 
shades today can be used with either 
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HALF A CENTURY OF ACHIEVEMENT 


1897 Fifty years ago two men each had an idea. 
Huntington B. Crouse had an idea. He wanted to bea 
business man. Jesse L. Hindshadanidea. He wanted 
to manufacture articles for the electrical trade. A mutual 
friend brought the two men and their ideas together and 
on January 18, 1897 the Crouse-Hinds Electric Company 
was born. It manufactured electrical switches, panel- 
boards, switchboards, and the patented Syracuse 
Changeable Electric Headlight for trolley cars. The 
headlight was the forerunner of the extensive line of 
lighting equipment manufactured later. 


1903 The partnership was replaced by a corporation — 
Crouse-Hinds Company. 


1906 A newly invented line of electrical conduit outlet 
bodies with threaded hubs was now manufactured. A 
new name was needed, so the word “CONDULET” was 
coined. It was adopted as a trade mark and registered 
in the United States Patent Office. Condulets were 
destined to revolutionize electrical conduit installation 
practice. 


1911 On a 25-acre plot of land the cornerstone of the 
present plant was laid. Additional acres and buildings 
have been added since. 


1915 Crouse-Hinds made the first of its now extensive 
line of floodlights. 


1922 Crouse-Hinds built the first modern four-way three- 
section traffic signal. 


1927 Crouse-Hinds developed equipment especially de- 
signed for airport lighting. 


1929 Pioneer in sports lighting, Crouse-Hinds installed a 
complete lighting system in a major college football 
stadium — at Syracuse University. 


1932 Crouse-Hinds issued the first complete catalog of a 
line of Explosion-Proof Condulets. 


1943 Upon the death of Mr. Huntington B. Crouse, Mr. 
William L. Hinds succeeded him as President of Crouse- 
Hinds Company. 










1910 = Mr. Crouse formulated a firm policy of equal dis- 1947 Now, after fifty years, the Crouse-Hinds Company 
counts to all distributors and equal prices to other has the same objectives with which it started — to make 
purchasers. Revolutionary in those days, it has since a good product better and to deal fairly and honestly 

th been generally adopted by the electrical industry. with all. 
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Nationwide 

Distribution (\ 
Through Electrical 

Wholesalers 


CROUSE-HINDS COMPANY B 
Syracuse 1, N. Y., U.S.A. 


Oft.ces: Birmingham — Boston — Buffalo Chicago Cincinnati — Cleveland — Dallas Denver Detroit Houston Indianapolis Kansas City Los Angeles Milwaukee Minneapolis 
‘ew York — Philadelphia — Pittsburgh — Portland, Ore. — San Francisco - - Seattle St: Louis Washington. Resident Representatives: Albany — Atlanta — Charlotte New Orleans 
CROUSE-HINDS COMPANY OF CANADA, LTD., Main Office and Plant: TORONTO, ONT 


CONDULETS - TRAFFIC SIGNALS - AIRPORT LIGHTING » FLOODLIGHTS 
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By replacing the conventional globe-shaped bulb with the 
new Sylvania 200-watt Indirect Bolite bulb, any portable 
floor or table lamp can be made an indirect lighting unit. 
Because this new bulb developed by Sylvania Electric Pro- 
ducts Inc. utilizes two distinct types of diffusing processes, 
it provides both direct and indirect lighting without the use 
of supplementary equipment. Several styles of special 
wire lamp shade supports will be sold with the bulbs to 
adapt any type of existing lamp. Photos No. R-1 through 
R-4 show the simple process of fitting a conventional IES 
bowl-type lamp with the new Indirect Bolite bulb. The 
original bowl (R-1) is lifted out of the socket husk, and 
the new wire lamp shade support (R-2) is set into the same 
husk. The Indirect Bolite bulb (R-3) is then screwed into 
the socket that originally held the conventional bulb, and 
the lamp shade is set over the wire support. The converted 





lamp (R-4) illustrates how the new bulb doubles the 
amount of useful light and diffuses it so that uncomfort- 
able brightness contrast is eliminated, making for greate: 
eye comfort. Photo No. R-5 illustrates how an ordinary 
floor lamp which originally contained an unshielded 100 
watt bulb can be made into an indirect lighting unit. Here. 
the conventional wire support was clipped off the socket 
and the new support, which is wider to fit the new reflector 
shaped bulb, is serewed onio the threads at the upper end 
of the socket. The new, four-pronged shade support is 
snapped over the top of the new bulb and the shade placed 
on it. Photo No. R-6 shows a specially designed combina 
tion floor lamp which utilizes both the new Indirect Bolit: 
bulb and a circular fluorescent tube. Many new lamps o! 


the future are expected to take this form. 


the IES reflector bowl type lamps or 
with lamps containing a wire support 
with a threaded pin at the top to sup- 
port the shade over the bulb. 

Where the shade fits into a thread- 
ed wire pin over the bulb, the con- 
ventional wire support for the pin is 
clipped off the socket and the new 
support, which is wider to fit the 
new reflector shaped bulb, is screwed 
onto the threads at the upper end of 
the socket. ‘The shade fits over the 
new bulb in the same way as hereto- 
fore. This conversion is simple be- 
cause the new shade support can be 
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screwed on the threads of the conven 
tional socket. As the new suppor? 
can be clamped to wires remaining 
from the old support, the final struc- 
ture is even more firm and _ securc 
than the original. 

In using ano'her type of adaptor, 
after removing the existing shade sup 
port, the operator places the Indirect 
Bolite bulb in the socket of a floor 
lamp, and then a four-pronged wirc 
frame is clamped onto the top of the 
bulb to support the shade. 

The conversion of a typical table 
lamp with a white porcelain IES type 
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bowl is as follows: the 100-watt b 
is removed, the porcelain bowl lift 
out of the socket husk, and the n 
lamp shade support set into the sa1 
husk. This adaptor for the new 2 
watt Bolite bulb consists of a sn 
wire collar that fits into the In 
which holds the conventional bi 
and is topped by a circular piece 
wire on which the shade rests, just 
it would rest on the rim of the « 
ventional diffusing bowl. 

In addition, the new lamp can 
utilized in combination with a ci 
lar fluorescent lamp, was display 





NATIONAL ELECTRICAL CODE 


Wiring Conerete-Block Buildings 


(HERE HAS Not as vet been devel- 
oped a wiring systcin suitable for use 
in the hollow spaces of the present 
lype so-calied concictc blocks. 

A concrete block can be made prac- 
ucally non-hydroscopic, but such a 
block is expensive to make. ‘lhe usual 
type concrete block is made with the 
lightest possible type of aggregate 
inut will have sufiicient strength to 
support a roof or floor joist or for that 
inatter, nol fall apart in a heavy rain 

It is noi meant by this that there 
ue no concrete blocks of sufficient 
strength on the market. ‘There are 
such blocks and many buildings ace 
constructed with them. Most of the 
blocks, however, necd a_ thorough 
coating of water proof matcrial to 
keep ordinary rain water from passing 
‘irough tiie walls of the block. 

lhe wiring problem does not dc 
pend entirely on the porosity of th. 
wncrete blocks. A great deal depends 
oa the amount of condensation thai 
niay occur in the kollow spaces or on 
tue face of the blocks, or any othe 
iype of masonry wali for that mattc:. 
Condensalion in turn depends upoii 
the variation in the temperature in- 
side the building. Tor instance, we 
have a building used somewhat im 
frequently as an assembly hall. When 
the heating system is started warm air 

condense on the cold surface o! 
the blocks, inside conduits or 
ways, and in the furred spaces. Of 
tt is often de 


race 


ie latter, condensation 
uuctive to wiring ard the dampnes 
‘sO Causcs wood furiing to decay. 
iere have been where thy 
furring strips decayed, and 
i the plaster or wood wainscotiny, 
emoved, the steel armor of cab‘ 
ntirely corroded, leaving the con 
rs without any armor whatso 
We migiit expect any ferrous 
to corrode under like cond: 


Cascs 


\bout the oniy code wiring system 
ble for wiring where dampne: 
be expected cither continuous: 
frequent intervais would be su:- 
wiring. We do not mean by 
hat surface meta! raceway is suit: 
Mr. Welman is electrical engineer 


for the Louisiana Rating and Fire 
> : r : 
Prevention Bureau, New Orleans. 
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By George Welman 


able for wiring on wet surfaces. ‘Thi 
interior of a modcii building, how 

cver, is usually dry, provided th: 
temperature is kept fairly constant 
l‘ortunately, we have surface racewa' 
Wiring systems that are not unpica 

ant to the eye and fit into the genci1! 
interior decorative scheme very niccly. 
There might also be developed a race 
way suitable for conccaled work mad 
vf some material that is practicall: 
micombustible and has fairly good heat 
masulating qualities. A material thai 
loses its heat very siowly is less suscep 
tible to moisture condensing on the 
surface than meta: or masonry thai 
loses its heat quickly when the heat- 
ing system is shut down, and after the 
icating system is started presents a 
culd surface on which warm air wi!’ 
condense. 


Condensation Ever Present 


There aic numeicus factors that w. 
niust consider in designing a wiring 
system — even air currents througi: 
conccaled spaces o1 through raceways 
may result in condensation. Brick 
walls without damp courses near thc 
giound level are damp fiom capillary 
atiraction that draws the moistur 
from the soil. A constant tempera 
iuire in the ordinary masonry is ¢sscn 
tial to the life of the wiring system. 
theatres that intcrmittenti: 
have insulation trouble. Even in new 
buildings if not heated as soon as thc 
interior finish is compicied, the walls, 
seilings, and floors will often be found 
aripping with moistur 
Stage pockets 12 the theatres and likc 
buildings may be iound filled with 
water from condensation in the con 
cuits. 


ck SC 


condensed 


There is no specific rule that will 
ipply in all cases. Vhe Nationa! 
lectrical Code covcrs the matte: 
cable wiring. In a way, Sections 3003 
about as well as it can be covercd fo: 
9015-3102b-3342-3562-3463-3464 ot 
the 1947 Nationai Electrical Cod 
should be sufficient warning that 
camp or wet locations should receivc 
careful consideration in designing the 
clectiical wiring system. I notice in 
the article on page 50 of the Ma; 
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1946 “News Bulletin” that acid in 
the blocks made with cinder aggregak 
may destroy the wiring system. An 
alkali is just as objectionable as an 
acid. On damp brick walls where lime 
mortar is used the sheath of non- 
metallic cable will be destroyed where 
in contact with the damp wall whicn 
indicates that ordinary lime mortar it 
damp will bring about detcrioration. 

It is doubtful ii any specific cod 
requirements are needed to cover wit- 
ing in concrete block, clay tile, or oth- 
cl masonry. It is not a problem thai 
concerns only tvpe of building 
construction. As pointed oul, ther 
are many undesirable conditions that 
may exist in a building during tine lik 
of the electrical installation. We 
should not expect the clectrical equip- 
ment to be more durable than any 
ohter parts of the building structure. 
How many times have we seen evi- 
dence of roof Ieaks that caused decay 
in the root timbcrs, as well as deteno 
ration of the wiring near the leak? 

To be reasonably safe when winns 
any porous or dainp masonry wali, 
a surface job is the best bet. We al’ 
know that cold air will hold less mois 
ture than warm air, therefore, warm 
alr will condense on a cold surface 
ihe warm air just bas to lose its mois 
ture. Rain is formcd en a grand scale 
on this principle. ‘lherefore, the ob- 
ject is to make the cicctrical installa 
iion as durable as possible under the 
conditions of service. 

In any masonry building that is 
unoccupied for relatively long inter- 
vals, the clectrica: ~nstallation 
most likely need 1much attention. i 
remember a certain theatre building 
that has been practically rewired 4 
number of times after being closed for 
a year or more at different periods 
ci time during the life of the building. 

In anv fire resistive structure, the 
air conditioning system, at least, 
should be operated during periods of 
unoccupancy, unless the entire electric 
al installation is to be revamped when 
the building is again occupied. 


the 


wih 


exactly how dry 
hollow walls 


Unless we know 
the interior spaces in 
will be, a surface wiring job should be 
used. We can at least see what hap- 
pens to the wiring on the surface and 
replace it if it goes bad. 
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Eliminating the Fire Hazard 
In Attic Fan Installations 


ELECTRICAL INSPECTORS in thriving 
cities seldom have spare time and 
their staffs are never quite large 
enough for the tremendous amount 
of work that needs to be done in the 
field of re-inspection. In spite of this 
handicap much can be done by elec- 
trical inspectors through educational 
work among local electrical contrac- 
tors and electricians, both as to main- 
tenance of old installations and under- 
standing best installation methods for 
new jobs. 

Typical of what can be accom- 
plished in this field is the following 
article written by M. D. Darrah, chicf 
electrical inspector, City of Dallas, 
Texas, which was published in the 
Dallas Electrical Contractor. The 
article covers attic fan installations— 
a type of job in which many hazards 
have been uncovered. ‘The article 
follows: 

Attic fan installations provide a 
great deal of comfort during the hot 
summer months. Properly installed, 
they are a safe as well as economically 
operated means of relief from our 
Texas 100°-- weather. 

Improperly installed, they are a 
potential menace to life and property. 

Electrical installation can create a 
fire hazard if improperly connected 


Although the running current of the 
motor is usually less than the capacity 
of a residential circuit, it is often 
connected by an unqualified electri- 
cian to a branch circuit that is already 
fully loaded. The result is that in 
time the insulation on the wires bakes 
out and a short-circuit occurs. 

Another factor not generally known 
is that the motors usually put on attic 
fans draw an inrush of current on 
starting of approximately three times 
the running current. On a circuit 
carrying only half of full load this in- 
tush is liable to blow the fuses and 
the only way the fan can be started is 
to increase the fuse size. This is a 
violation of the code and destrovs 
the basic protection of the entire wir- 
ing installation. 

A home owner can easily check 
whether or not his fuses are of the 
proper size. The average modern 
home, with four to six circuits, should 
have 15 ampere fuses in all but onc 
circuit. The convenience outlets for 
the kitchen and dining room are con 
trolled by a 20 ampere fuse. 

If all fuses are of 30 ampere size 
the protection is inadequate. Occa 
sionally a home has main fuses of 30 
ampere capacitv but the branch cir 
cuits should be 15 ampere size. 
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SAFE ATTIC FAN INSTAL /ON : 
peoves a OW 
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afl IS Shown at left is a plan approved by the Dallas Fire Depart- 
. v ment and M. D. Darrah, chief electrical inspector for the 
oe }. City of Dallas, for making a safe attic fan installation. 

Pad: @: The burned out wires in the photograph above came out 
bas of an attic fan installation that was rot properly made, 
Q and illustrates how important it is to see that all electrical 
installations, whatever their nature, are made by competent 

electricians. 


Propeller type fans have a physical 
property not generally known. The 
more resistance offered to the flow of 
air the more load is put on the motor. 
When the attic grilles are closed f 
the winter, the air resistance is gen- 
erally increased. Should the fan 
turned on accidentally the mot 
would operate as high as twice 
rated load. Motors are designed 
take a 10 percent overload without i 
jury but a 100 percent overload ¢ 
soon burn them up. Not only wor 
this ruin the motor, but it might a 
start an attic fire. 

Ventilation Hazards 


All ventilating systems create 
problem not directly connected w 
fire hazards. ‘The rapid movement 
of air can fan a small blaze inte 
large, hard to control fire. ‘The at 
fan moves between 5,000 and 15,0 
cubic feet of air every minute throu 
the house and attic. A small fire 
any part of the house which is si 
ject to this draft can soon be a rag- 
ing fire in the attic. A number 
serious fire losses have occurred that 
would have been minor fires had thei 
not been fanned to a point where tl 
were out of control by a running fa: 


Safe Installation 


1 


The accompanying drawing, | 
pared by the Public Works Dep 
ment, shows an inexpensive wai 
control these hazards. The back of 
the air chamber is a hinged door h 

(Continued on page 78) 
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eneral Mills’ Trutteat Control ! 


MOST ACCURATE KNOWN TYPE OF HEAT 
REGULATOR EVER USED IN AN IRON 


AT FABRIC SELECTOR. Iron 
y fabric at its own best tempera- 
by setting the Tru-Heat Fabric 
‘tor. Or iron by actual tempera- 
res. Fabric Selector, marked both 
s, follows recommendations of 

i Housekeeping Institute. 


SIDE REST. Iron stays put 
on its low Safety Side Rest with little 
danger of tipping. What's more, it 
takes 15% less effort to roll it on its 
side than to lift an iron up onto a heel 
rest or stand. What a practical way 
to make ironing easier and safer! 


L IRONING SURF/ 
covers more ironing at every stroke 
because it’s 15.7% larger, 28% longer 
than the average of five other leading 
irons. New shape irons easily into 
difficult places with either end. But- 
ton Saver Edge slants all around so 
any part of it slips smoothly under 
butions without loosening threads. 


’ WEIGHT.Accurately controlled 
heat does the job — not weight. Iron 
weighs only 334 Ibs., the right weight 
for faster, easier ironing. 


THE SURFACE THAT IRONS THE FABRIC 
is actually part of the General Mills Tru- 
Heat Control. This great new invention 
prevents dangerous overheating and time- 
wasting drops in temperature. It’s the 
fastest-acting, most accurate known type 
of heat regulator used in automatic irons. 
Accurately controlled heat not only pro- 
tects delicate fabrics but speeds ironing 
and makes every piece of ironing look 











NOW BFING DISTRIBUTED IN: 
Minnesota, Nebraska, the Dakotas, 
Wisconsin, lowa, Michigan, Indiana, 
Ohio, the New England States, New 
York, Montana, Wyoming, Utah, 
Colorado, New Mexico, and parts of 
Idaho, Illinois, Kentucky, West Vir- 
ginia, Pennsylvania and New Jersey. 


GENERAL MILLS, INC., HOME APPLIANCE DEPT., MINNEAPOLIS 13, MINN. 


Copyright 1947, General Mills, Inc. 
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smoother, more neatly finished. Tru-Heat 
Control is only one of the standout advan- 
tages of this new iron that’s winning thou- 
sands of women in market after market. 
Homemakers are reading the whole story 
in hundreds of large newspaper ads.. . 
hearing it on General Mills’ famous Radio 
Hour wherever distribution is under way 

. and they’re showing their approval of 
it by buying the new General Mills Iron! 


Betty Crocker 
sa 
trade name of 
General Mills 
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RURAL ELECTRIFICATION 


Eeonomies of Electrie Hay Drier 


‘THe ELEcrric hay dricr, a com 


paratively new farm machine, is tak- 


ing its place along side the tractor, thc 
lozder, and ihe combine as standai<| 
faim cquipment, but fits into th 
farmcr’s schcme of things. 

Colored movies of installations, use, 
and advantages of this tvpe of equip 
mcni are being prepared by the Ken 
tucky and West Virginia Power Com- 
pany, Ashland, Ky. These films will 
be shown throughout the sixteen 
county territory of the company but 
will be given greatest emphasis in the 
four hav farming countics of the tei 
ritcy. 

Seme of the things depicted in the 
colored movies include the routine of 
cutting the hay and loading it into 
the barn where the hay is dricd. The 
motion picture shows the differenc: 
in color between ficld dricd hay and 
barn dried hay. Hay cured in th 
barn has been recognized as the more 
valuable product — OPA allowed a 


ceiling $10 higher on this product. 

Dairy cows when offered thet 
choice of field-cured or barn-cured hay 
will always choose the barn-cured va- 
riety. Things such as these will be 
shown on the screen, and the picture 
ends with a view of a field containing 
fifty tons of hay which was lost by 
spoilage because lack of cquipment 
prevented the farmer from curing in 
the barn. 

One disadvantage in sclling the hay 
drying idea to farmers is that the 
cquipment is needed for a relatively; 
small amount of work cach year. The 
haying season on many farms only 
lasts two or three wecks. 

R. A. Macomb, commercial man- 
ager, Kentucky and West Virginia 
Power Company, said they were 
showing their customers how the hay 
drying equipment could be used fot 
many other crops. 

Soybeans, from actual tests and re- 
corded costs, when exceptionally wet, 











can be dried in humid weather fi 
$1.91 per ton. Alfalfa can be dri 
for 83 cents per ton, and a test ru 
on drying 900 bushels of corn deve 
oped a drying cost of one-half ce 
per bushel. 

Such costs, in compar‘son with t! 
value of improved appearance, bett 
keeping qualities, and better retaini 
of the nutritive clements of the prox 
uct, are negligible. 

Another advancement in favor 
fitting the equipment into the fan 
cr’s scheme of things is a mo’or stan 
on wheels, which wll allow him 
wheel the motor to other points 
the farm. Hlavy-drving motors usual 
run from three to five horsepow 
and, some'imes, to ten horsepows 
If the farmer can move this moto1 
other points and use it to drive oth 
equipment without too much diff 
culty, one of the important sales 
sistance factors will be eliminated. 

(Continued on page 76) 


Typical example of hay-drying barn showing slat covered floor ducts and main air duct. 
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BUL. 6018 
X-LINE STaRTED 


ALL TYPES OF INDUSTRY 


with electric motor drives have use 
for “3C’ Electrical Control Apparatus 


Pictured above are a few of the many producis, 
engineered by The Clark Controller Company to 
do specific jobs in applications on fractional and 
larger HP motors. These are “packaged” units, com- 
olete in themselves . . . ready for wiring, to provide 
successful operation and protection of AC and 
DC motors, or to control some machine functions, 


+8 


Our District Offices and Distributors 
will welcome your inquiries. 
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© 1146 EAST 152nd ST.; CLEVELAND 10, OHIO EVERYTHING UNDER CONTROL 
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NEWS of the INDUSTRY 





Hamilton Distributors 
Hold 3-Day Meeting 


Hamittron Automatic Clothes 
Dryer distributors from all parts of 
the United States attended a Distri- 
butors’ Round Table, conducted in 
Two Rivers, Wis., recently, by the 
Hamilton Manufacturing Company. 
With only six exceptions, the entire 
distributive organization was _ repre- 
sented at the 3-day meeting, during 
which the production, allocation, 
sales, and advertising plans of Hamil- 
ton Dryers for 1947 were presented 
and discussed in detail. 

Distributors were also conducted 
through the Hamilton plant where 
they had an opportunity to observe 
the various manufacturing and assem- 
bling operations of the dryer. In addi- 
tion, a service school was conducted 
by Kenneth L. Johnson, company 
service manager. 

William A. Friedrich, director ot 
sales, Home Appliance Division, was 
in charge of the Round Table confei- 
ences, which were held in the J. E. 
Hamilton Community House. A uni- 
que feature was the placing of more 
than 50 Hamilton Dryers (both gas 
and electric) on the floor of the large 
auditorium, beside the distributors’ 
chairs, for inspection and _ reference 
as the various dryer subjects were 
discussed. 

Also on display were samples of 
other Hamilton products—cabinets 
and equipment for the medical, den- 


tal, drafting, and printing professions. 
Attractively arranged on the stage was 
a Modern Sequence-Type Home 
Laundry, where clothes were washed, 
dryed in the Hamilton Dryer, and 
ironed in a series of demonstrations, 
conducted by Mrs. Cleo Foley, of the 
Ironite Ironer Company. 

Hamilton executives participating 
on the program, and the subject dis- 
cussed by each, were as follows: E. P. 
Hamilton, president, opening and 
closing remarks; H. G. Evans, vice- 
president in charge of sales, an in- 
spirational address ‘“‘Accentuate the 
Positive — Eliminate the Negative”; 
William A. Friedrich, ““The Company, 
the Product, and the Market’; Ralph 
L. Ferguson, Mid-West representa- 
tive, demonstration of the Hamilton 
clectric model dryer; Morgan J. 
Busch, Eastern representative, demon- 
stration of the Hamilton gas model 
dryer; John W. Christensen, director 
of advertising, advertising and _ sales 
promotion program; J. P. Everson, 
purchasing agent, purchasing depart- 
ment activitics; C. §. O’Neil, chief 
engineer, dryer research and design; 
F. J. Kracha, production manager, 
production plans; and J. Ross Moore, 
inventor of the Hamilton Dryer, his- 
tory of the dryer. 

Mrs. Cleo Foley, Ironite Ironer 
Company, spoke on the importance 
of the dryer in the modern home 
laundry of today; Eric Arndt, Amer- 
ican Rolling Mills, reviewed the ste:l 
situation; and A. Walter Seiler, pres- 





Every Hamilton distributor attending the Round Table meeting conducted 
recently found a Hamilton Clothes Dryer in front of him for reference. 
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ident, ‘The Cramer-Krasselt Con 
pany, advertising agents, spoke o 
market and sales opportunities. 
Trevor Peirce, president, Peirc« 
Phelps, Inc., Philadelphia, spokesma, 
for a 7-man distributors’ committe 
presented the distributors’ viewpoint 
on production, prices, sales prom 
tion, and other policies under discu 
sion. 


NEMA Sponsors Contest 
On Planned Lighting 


A competition for $1200 in 
wards, designed to bring to the 2n 
International Lighting Expositio 
Noy. 3-7, 1947, ou:standing cxamp| 
of “What Planned Lighting Can Do” 
in industrial, store, and office app 
cations and in floodlighting and stre«t 
lighting, has been announced by t 
Exposition Operating Committee. 

“Through these merit awards,” the 
committee states, “we hope to gi 
opportunity for electrical contracto 
utility lighting men, architects, co 
sulting engineers, and _ wholesale: 
representatives not only to gain reco 
nition for work well done, but 
through the medium of display at t! 
coming Exposition to provide inspii 
tion and ideas for better lighting 
the thousands who will be in atten 
ance.” 

The deadline for entries is August 
31, 1947. Entries are to cover 
ports and data on the results of pla 
ned lighting installations made during 
the calendar years of 1946 and 1947 
All submittals accepted by the boa 
of judges will be placed on exhibit 
the 2nd International Lighting | 
position and Conference and will 
given an award of merit. In additi 
the board of judges will also aw: 
three cash prizes of $100 each to t 
best entries from each one of the ft 
classifications, making a total of 
cash prizes for a total of $12( 
Classification 1—electrical conti 
tors; Classification 2—utility lighti 
representatives; Classification 3- 
chitects and consulting enginec 
Classification 4—wholesaler’s light 
specialists and salesmen. 

The entire Merit Award Prog 
is under the direction of the 2nd 
ternational Lighting Exposition aid 
Conference, which is sponsored 
the Industrial and Commercial Lig!:t- 
ing Equipment Section of the Nati 
al Electrical Manufacturers Assoc i 
tion. 





Be sure they’re 
CERTIFIED... 
look for this 
mark stamped 
on the case. 


More and more users, fixture makers, 
distributors and contractors know the value 
of “Certified ETL” on a fluorescent lamp 
starter. Because of Certified Starters, fluo- 

rescent tubes last longer, operate at top efficiency, 
pull maintenance costs down. 


Certified Starters are made to rigid specifications by 
10 leading manufacturers—tested, checked and Certi- 
fied by independent Electrical Testing Laboratories, 
Inc., as fully complying with those specifications. It 
pays always to specify starters bearing the familiar 
and famous “Certified ETL”. 


Certified Starters 


The Arrow-Hart and Hegeman Co., Hartford, Connecticut Instant Glow Starter Corporation, New York, N. Y. 


The Bryant Electric Co., Bridgeport, Connecticut 
Dura Electric Lamp Co., Newark, N. J. 

General Electric Co., Bridgeport, Connecticut 
Harvey Hubbell, Inc., Bridgeport, Connecticut 
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Kuthe Laboratories, Inc., Newark 4, N. J. 
The Lloyd Products Co., Providence, R. I. 
Pass & Seymour Co., Syracuse, N. Y. 
Sheldon Electric Co., Irvington, N. J. 





An official entry blank, containing 
the complete rules and conditions of 
the merit award competition, togeth- 
er with helpful suggestions for the 
preparation of entries, may be had by 
writing to the International Lighting 
Exposition Award, Suite 818, 326 
W. Madison Street, Chicago, Illinois. 


# 
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New Orleans Chapter To 
Honor IES President 


A SPECIAL MEETING OF the New 
Orleans Chapter, [luminating Eng. 
neering Society, on February 19, 
1947, has been announced by W. A. 
Keuillan, Jr., regional vice-president 
Phe chapter will honor National Pres- 
ident G. K. Hardacre and Mrs. Har«i 
acre on the occasion of Presiden: 
Night, at which the local chapter will 
be host to the members of the Elec 
trical League, the Amcrican Institut« 
of Architects, and other cngineering 
and related groups interested in light 
ing. 

Miss Myrtle lahsbender, first wom 
an chairman of the IES Committe: 
on Residence Lighting, will be the 
featured speaker. Her subject will bx 
“Lighting Reveals Room Personality. 
She will discuss modern trends in 
home lighting, particularly the devel 
opments made since the end of th 
war. 

While in New Orleans, Mr. Hard 
acre will confer with the Convention 
Executive Committee on plans for 
the Society’s International Conven 
tion to be held therc, September 15- 


22, 1947 


Bradt Elected President 
Of Washer-Ironer Group 


Exieciion of Roy A. Bradt as pre 
ident, endorsement of the multi-com 
mittee method of promoting the mu 
tual good interests of the industry on 
behalf of the trade and the consumer, 
and reaffirmation of the code of ethics 
which governed its operations for ci- 
vilian needs before the war were high 
lights of the American Washer and 
Ironer Manufacturers’ Association an 
nual meeting recently in Chicago. 

Mr. Bradt, vice-president of th: 
Maytag Company, Newton, Iowa, was 
advanced to the presidency from 
membership on the Association exe- 
cutive committee. In 1943-44, he 
was chairman of the Association’s im- 
portant Postwar Planning Committez, 
whose recommendations sounded the 
gencral keynote for the industry’s 
intra- membership and Washington 
activities through the remainder of 
the war and postwar transition period. 
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G. E. Announces 
Automatic Washer 


Busy, WEARY HOUSEWIVES Can new 
look forward to extra hours of com- 
plete freedom from weekly drudgery 
as the General Electric Company un- 
veiled its new ‘‘All-Automatic”’ wasli- 
ing machine and two new rotary iron- 
ers, at the Chicago Furniture Mart, 
recently. 

Designed to mect the requiremenrs 
outlined by thousands of homemakers 
in independent surveys and question 
naires, G.]f.’s first entry in the auto- 
matic wasner field operates complete 
ly automatically from the time it is 
started until it has completed its +5 
minute soak-wash-rinse-flush-dry cycle. 

All that the housewife does to op 
crate the new machine is to load it 
with up to nine pounds of 
dry clothes, pour soapflakes or pow 
der into the soap container, close the 
lid, select the desired tempcrature for 
the wash water and the desired length 
of washing time, and then turn on 
the machine. 

Washing is done by an activator 
which soaks, flexes, and rubs the 
clothes gently from three to 20 min- 
utes, depending on the time sclected 
All waters are con- 
through — filter 


issortc l 


by the housewife. 
tinuously circulated 
screens which skim off dirt and linr. 

In the cight-minute drying cycle, 
clothes are spun at high speed in th 
washer basket which, at its peak, 
makes 1140 revolutions per minute. 

Calling this drving action a radical 
improvement over other methods, th« 
states that it leaves the 
twicc¢ 


company 
clothes more than 
those that are put through a wringer. 

Now going into production at Gen 


as dry as 


eral Electric’s new plant in Trenton, 
N. J., and scheduled to reach the mai- 
ket in the second quarter of 1947, t! 
“‘All-Automatic”” washer also boas's 
a number of other unique or impro 
ed features. 

A rectangular top-opening machin., 
standing 36 inches high, the wash 
comes on casters, can be easily move: 
about the laundry. l’or more perm 
nent installations, it may be mount: 
on a toe-board. No bolting to tl 
floor is necessary. In either cas 
installation requires only three shi 
lengths of hose for connections to thie 
hot and cold water inlets and tl 
drain. 

To reduce water consumption, tl! 
washer will automatically save tl 
final rinse water in a reservoir in tl 
lower part of the machine. ‘This ¢ 
then be used for soaking a second loa 


These photos show the new G.E. 
automatic washing machine and 
ironer in actual operation. 
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THE NEW GENERAL ELECTRIC LIGHTING INSTITUTE tg ot 1 sore 
OFFERS A UNIQUE TRAINING OPPORTUNITY 











Courses Planned at the 
General Electric Lighting Institute 
in 1947 include : 


@ Twelve 5-day courses in Fundamentals of 
Commercial and Industriel Lighting and widespread knowledge of modern a wr . 
four 3-day courses in Home Lighting I af We invite utility companies to 
Fundamentals, giving the basic ground- schni »s. That’s why General : 
work for those new at the art. ue hnique - I hat ™ hy G a make arrangements now with any 


® Rapid advancement of lighting —_ the host of General Electric spe- 


in 1947 will depend largely upon __ cialists in all fields of lighting. 


ih Git iti viheidties senesihibts Ravana Electric has placed top priority G-E Lamp District Office to send 


Commercial & Industrial Lighting and aa i ati al i . ‘s 

two 3.day advanced courses in Home on the important educ ational job their key men to Nela Park for 

Lighting, to bring experienced lighti P oa - > wee « > ° ° ° 

mon up to date. a 2 that is being done week after fresh inspiration and up-to-the- 
@ Two special conferences for Utility Light- 


ing Directors, at which street lighting will . : ae " ° . ot oe 
be aut important topic. Lighting Institute. Here at the new in lighting”. These courses 


week at the new General Electric minute instruction on “What’s 


®@ Short courses and conferences for groups **University of Light” is the are most popular, so register 
having special interest in a particular  s : F 4 

field of lighting—school executives, archi- training center of the industry. 
tects, office building managers, factory . tle , ‘ 
managers, merchandising executives. manned by a faculty drawn from Dept., Nela Park, Cleveland 12,0. 


soon. General Electric Co., Lamp 





Contact your G-E Lamp District Office 


pase is G-E LAMPS 


ERAL 46; ELECTRIC 
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of clothes or emptied down the drain. 

Vibration has been reduced by 
mounting the entire mechanism on 
six steel springs. Dampers cut down 
further movement. 

Water entering the machine is 
automatically mixed to the proper 
temperature. The housewife has a 
choice of hot (130 degree), medium 
(115 degree) or warm (100 degree) 
water for washing, but the soaking 
and rinsing operations use only warm 
water. 

The two new G.E. rotary ironers 
are designated as the AR-19 and the 
AR-20. The smaller of the new iron- 
ers, the AR-19, folds up into one third 
the space it occupies when in use. 
The larger ironer, the AR-20, takes 
about 50 per cent less space closed 
than when it is open. 

Designed for use especially by the 
housewife with an average or large 
family, the two ironers reduce laun- 
dering time considerably. The AR- 
19, a single-speed machine, has a 26- 
inch roll with 130 square inches of 
ironing shoe surface. The AR-20 
has a 30-inch roll with 195 square 
inches of ironing surface. The roll 
operates at two speeds—high for large 
flat pieces, low for more complicated 
work. 

In both models the roll is heavily 
padded and covered with a removable 
white muslin cover. The shoe is 
chrome-plated or the ironing surface, 
has twin thermostatic controls and is 
mounted to distribute pressure even- 
ly on the revolving roll. 

Convenient automatic controls per- 
mit either knee or hand operation to 
start and stop the roll and to bring 
the shoe into position for ironing. In 
case the current is cut off, a short 
movement to the emergency rcleaze 
handle moves the shoe away from the 
roll. 

One switch at the right side of the 
ironer controls the current for the 
motor and heating element, and a pi- 
lot light indicates whether the current 
is on or off. The thermostats offer 
selective control of ironing tempera- 
tures for efficient ironing of all fab- 
ics. 


McElhoes New President 
Oklahoma Utilities Assn. 


OrFicers and directors of the Okla- 
homa Utilities Association to serve 
for 1947 were elected at a recent 
meeting of the organization. 

New officers are: S. I. McElhoes, 
Public Service Company of Okla- 
homa, Chickasha, president; L. A. 
Farmer, Northern Oklahoma Gas Co , 
Ponca City, first vice-president; Mal- 
colm Morrisson, Oklahoma Gas & 
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Electric Co., Oklahoma City, second 
vice-president; E. C. Joullian, Conso- 
lidated Gas Utilities Corp., Oklahoma 
City, treasurer; Miss Kate A. Niblack, 
Oklahoma City, secretary. 


Underwood Co. Moves 
To Larger Quarters 


New guarrers have been obtain- 
ed by John L. Underwood Co., Inc , 
at 555 Whitehall St., S. W., Atlanta, 
Ga. This company represents several 
prominent manufacturers of heating, 
ventilating, pumping, electrical, and 
refrigerating equipment. 

Mr. Underwood stated that the 
railroad siding, truck-loading dock, 
elevator, and new merchandise hand- 
ling equipment will aid materially in 
expediting shipments. 

At the same time, Mr. Underwood 
announced several personnel additions 
to the firm. ‘These include: H. W. 
Strickland, engineering; O. C. Puckett, 
sales; and Paul L. Honeycutt, ac- 
counting. 


Penetray Follows Ford 
In Fight on Inflation 


ANOTHER large manufacturer, the 
Penetray Corp., of ‘Toledo, Ohio, 
manufacturer of infrared heat lamps 
for home and industry, has joined 
the Ford Motor Co., in its anti-infla- 
tionary fight. M. J. Grosse, vicc- 
president in charge of sales, advised 
distributors by telegram of a major 
price reduction on the new Penetray 
heat lamp with Pyrex bulb. 

In announcing the price reduction 
from $3.50 to $2.90 at retail, Penc- 
tray is backing the anti-inflationary 
fight and the return to a sane and 
sound base for higher production, 
lower costs, and greater benefits to 
both its employees and the public. 
According to Mr. Grosse, this price 
reduction is being made despite a 
tremendous backlog of orders as Pene- 
tray’s contribution towards checking 
the spiral of rising costs and higher 
prices. 


Company Issues Manual 
On Ventilating Fans 


PuBLicATION of a new 48-page 
manual useful to electrical dealers in 
the selection and installation of venti 
lating fans for residential, commet- 
cial, and industrial applications has 
been announced by the Holcomb & 
Hoke Mfg. Co., Inc., of Indianapolis, 
Indiana. 


The manual, illustrated and 


well 


documented with dimensional dra\ 
ings and tables, contains full inform 
tion on the complete line of Sile: 


Breeze fans and accessories, including 


t 


automatic shutters and the “Con 
fortrol” time switch for completc 
automatic operation. 

A section of the book is devoted t 


) 


descriptions of design and construc- 


tion of Silent Breeze ventilating fan 


Other sections deal with accessories, 


residential installations, non-reside: 
tial installations, and installation d 
grams. Detailed explanations of d 


ferent methods of installation are in- 


cluded in the manual to assure prop 
application of the ventilating fa: 
under varying conditions. 


Westinghouse Buys Site 
For Manufacturing Plant 


of 27 acres in Litt 
for construction 


PuRCHASE 
Rock, Arkansas, 


aad 


an incandescent lamp manufacturing 


plant has been announced by Ral; 


C. Stuart, vice-president of the West 


inghouse Electric Corporation 
charge of the company’s Lamp a1 
Lighting Divisions. 


. wa C 


Excavation is expected to get un- 


derway in about three months, a 
initial production of lamps is ten 


tively scheduled for December, 1947 
Automatic machinery for the new 
plant already is being built at the 


Lamp Division’s headquarters plan 


in Bloomfield, New Jersey. 


It is estimated that 800 persons 


eventually will work in the 150,00 
square feet of floor space planned f 
the building. L-shaped, it will ha 


0 


oT 


an administration wing facing Roos: 
velt Road with the rest of the struc- 
ture devoted to manufacturing, stor- 
age of raw materials and finished 


lamps, shipping and receiving. 


Light Recommendations 
Shown By Selector 

A NEW VEST POCKET Foot-candle $ 
lector wh ch indicates lighting recc 


mendations for more than 75 seeing 
tasks has been announced by Gener! 


Electric Lamp Department, at N 
Park, Cleveland. 

Listed on the Foot-candle Selec 
are a variety of lighting applicatic 
for homes, stores, office, school, a 
industry. Select any one of these a 


move a tiny lever until an orange co 
At that moment an arro\ 


appears. 
will be pointing to a number on 


scale which is the amount of light r- 


commended. 


The selector is designed to he’; 


create a better understanding and 2| 
preciation of quantity and quality 
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TEMPERATURE RISE CURVES 
THREE PHASE and THREE PHASE, FOUR WIRE 


Ventilated LO-X FEEDER DUCT— FLATWISE ry 




















- ' THERE are two ways to install electrical systems. 
1€s, 
der Yne way—the old way—is to have the system fabri- 
dia- cated on the job site. Until the installation is complete, 
dif- such vital operating characteristics as voltage drop and 
7 temperature rise will be deep, dark mysteries. 
Ope Voltage drop can plague your plant by cutting the = g 
fans power and efficiency of motors . . . dragging the output 4 5 
of lighting fixtures down below par. And excessively g 
high operating temperatures are bound to take their : 
toll by impairing performance and shortening the life 2 
of the electrical systems. F 
No Other Systems Offer So Much : 
tt The new way is the BullDog way, where prefabrica- 
: tion means known performance. BullDog Plug-In Type 
ring and BullDog Lo-X Feeder Type BUStribution DUCT 
Iph are both built in standardized, prefabricated sections, 
‘ant. laboratory-tested to provide accurate performance data 


in advance of installation. P 
*CENRGRADE 2° 1o° 20° 2» “a so" a 70° 80° 90" 100° 
* FAHRENHEIT 3.6" AT oe i 7 oo “ 6° te “wr 10" 
MAXIMUM RISE ABOVE AMBIENT TEMPERATURE 


No other system can offer this cost-saving feature, so 
call your nearby BullDog field engineer and learn more 
about the many advantages of BullDog BUStribution. Se 
He'll show you a successful installation near your own 
plant... and he'll be on the job to help when the time Chart shown is typical of the data on voltage drop and tempera- 
comes to design your system. ture rise available in advance of installation for all types of 
BullDog BUStribution DUCT. BullDog field engineers have this 
information at hand to help you in planning your electrical 
distribution system. Call the one nearest you today. 

















rs BullIDog manufactures Vacu-Break 
Safety Switches—SafToFuse Panel- 
@. boards—Superba and Rocker Type 
Lighting Panels—Switchboards—Cir- 
cuit Master Breakers—‘’Lo-X’’ Feeder 
ae BUStribution DUCT—‘’Plug-in” Type 
E L E Cc T R I Cc P R o D U C T s Cc oO M PA N Y BUStribution DUCT—Universal Trol- 
E-Duct for flexible lighting—Indus- 
trial Trol-E-Duct for portable tools, 
Detroit 32, Michigan. Field Offices in All Principal Cities. In Canada: BullDog Electric Products of Canada, Ltd., Toronto cranes, hoists. i 
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lighting with ease and comfort of see- 
ing. Its recommendations are based 
on more than 30 years of lighting re- 
search. 


Industry-Wide Lighting 
Program Planned 


AN INDUSTRY-WIDE Planned Ligh'- 
ing Program, which will provide elec 
tric utility companies with the most 
comprehensive promotional and edu 
cational campaign ever aimed at in 
creasing the use of better lighting in 
five major markets—residential, store, 
school, office and industrial—and 
which is based upon the practical 
knowledge and idcas of utility light 
ing men of long experience, has been 
authorized by the board of directors 
of the Edison Electric Institute, and 
announced by Grover C. Neff, pres 
ident of the Institute. 

The need for an intensive all-in 
dustry effort to sell lighting in the 
five markets was indicated by many 
individual electric companies, My. 
Neff said, and the program is spon 
sored by the Institute in answer to 
their request. It is expected to b« 
ready for use in 1947 

The supplving of one complete pro 
gram which the entire industry cai 
use will climinate much duplicatio: 
and waste of effort, Mr. Neff decla 
ed. It will also help cach electric 
company better to map its own light 
ing development plans, and to select 
promotional material that is especial 
ly suited to its needs. 

A sales plan book, outlining sug 
gested procedures, will be prepared 
for cach of the five lighting markets 
mentioned above, and will be backed 
up by a complete line of promotion 
al aids. ‘The plan book for increas- 
ing sales of store lighting, for ex 
ample, describes the characteristics of 
this market, the potential revenue to 
be secured by planned sales efforts, 
and the organization and methods 
best suited for successful selling in 
this market. It then presents a com- 
plete sales and promotional plan, in 
dicating step by step, the methods 
which are recommended, and which 
have been proven successful in the 
field. 

The supporting promotional and 
educational materials which will be 
furnished for cach of the five markets 
include presentations for use by sales- 
men in their customer contacts, di- 
rect mail pieces, booklets, posters, 
visualizers, films, newspaper advertis- 
ing suggestions, and other aids, need 
for which was indicated by experienc- 
ed lighting men. 

Emphasizing the importance of the 
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lighting load to power company reve- 
nues, Mr. Neff pointed out that 
“Lighting is one service that is used 
by all. It has been and probably wi'l 
continue to be the backbone of the 
industry. The lull in lighting promo- 
tion caused by the war has created a 
backlog in demand which now pres- 
ents us with the greatest opportunity 
and market for development in light- 
ing in the industry’s history. 

“The use of this Planned Lighting 
Program by any electric company wi!! 
assure it of a well-rounded promotion 
al and educational program, prepared 
by outstanding lighting men, and cus- 
tom-tailored to the needs of the cle 
tric utility industry.” 


Joint Meeting of IES 
Southwestern Section 


FOR THE FIRST time in several vears, 
concurrent sessions of the South 
western Lighting Sales Conference 
and the Regional Conference of the 
Iluminating Engineering Society, 
Southwestern Section, will be conven- 
ed in San Antonio, Texas, on Febru 
ary 20, 21, and 22. 

Since these mectings wer¢ 
during the war years, heavy attend 
ance of between 200 and 300 is ex 
Plaza Hotel will be 


passed 


pected. ‘The 
headquarters. 

P. M. Rutherford, advertising man 
ager for the Dallas Power and Light 
Company, in charge of publicity, an- 
nounces a number of speakers who 
have accepted places on the program. 

The Southwestern Lighting Sales 
Conference will be opened on Feb- 
ruary 20, by Harry G. Hrivnatz, gen- 
eral chairman, and a lighting engineer 
for the Houston Lighting and Power 
Company, Houston, ‘lexas. 

Chairman of the morning session 
will be R. F. Scott, assistant to the 
division manager of the Southwest- 
em Gas and Electric Company, at 
Shreveport, Louisiana. 

W. E. Folsom illuminating engin- 
eer for the Dallas Power and Light 
Company, will be the first to address 
the meeting on the subject, “Selling 
Coordinated Lighting.” He will be 
followed by R. F. Scott, with the 
subject, “Inter-Relationships in Sell- 
ing Lighting.” 

Members of a panel are then to dis- 
cuss the sale of lighting from the view- 
point of the contractor, the whole- 
saler, manufacturer, and utility, and 
will tell what they propose to do and 
expect of each other. Discussion of 
another subject, “Planned Lighting 
Maintenance,” will follow. 

Chairman Hrivantz will preside at 
the luncheon, after which Floyd A. 


Covington will take over as chairman 
of the afternoon session. He is il- 
luminating engineer for the City 
Public Service Board, San Antoni 

Scheduled for the afternoon pro. 
gram is an address, “An Executive's 
View of Lighting Sales,” by Walter 
G. Moore, vice-president and assistant 
general manager, Dallas Power and 
Light Company, and an address on 
germicidal radiation by J. David 
Gladstone, chief engineer, Mitchell 
Manufacturing Company. 

A third address will cover “Utility 
Sales Organizations and Methods,” 
and this is to be followed by talks on 
the various phases on the subject, such 
as sales promotion, customer and 
trade contracts, lighting layouts and 
recommendations, sales results,  ic- 
cords, and lighting sales training. 

Mr. Covington will preside as gen 
eral chairman for the Illuminating 
Kngineering Society conference 
February 2. This program includes 
subjects and speakers as follows: 

“You and IES,” by G. K. Hard 
acre, socicty president and manager 
of lighting sales, Public Service Com- 
pany of Northern Illinois, Chicago 

“Glare Ratings,” by Ward Harn- 
son, director of engineering, Genera 
Flectric Lamp Department, Nela 
Park, Cleveland. 

“Design of Cold Cathode Light- 
ing,” by Rudolph C. Holtgren, vice- 
president and chief engineer, General 
Luminescent Corporation, Chicago. 

“Color in School Rooms,” by Dr. 
D. B. Harmon, director, Division ot 
School Health Services, ‘Texas State 
Board of Health, Austin. 

“Technical Approach to Residen- 
tial Lighting,” by Henry G. Clum, 
general sales manager, Art Metal Com- 
pany, Cleveland. 

“Lighting ‘Trends in the South 
west,” by James FE. Bennett, assistant 
lighting specialist, General Electric 
Supply Corporation, Dallas. 

The third day, Saturday, February 
22, will be devoted to terminating 
minor business of the two sessions and 
to committee meetings. 

Chairmen of the various commut- 
tees in charge of arrangements are: 
conference programs and papers, \V. 
E. Folsom; finance, H. B. Sudeku 
General Electric Supply Corporati: 
Dallas; attendance, W. H. Atkinso 
Graybar Electric Company, Housto 
with C. O. Dean, of Houston, as 
chairman; hotel and meeting arrang 
ments, Harris Frazier, San Anton 
entertainment and ladies recepti 
Theo Lauck with Mrs. Floyd A. Cov 
ington as co-chairman, San Antomi0; 
publicity and program chairman 
the lighting sales conference, P. \. 
Rutherford, Jr. 
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It's time to insist on 
SAFE wiring again 


Nor so long ago, material short- 
ages and other emergency demands 
forced practices on the electrical indus- 
try that did not meet code requirements. 
For example, people got temporary per- 
mission to use open wiring, and other 
less-than-safe systems. 

Now that the emergency is past, com- 
mon sense dictates a return to safe 
practice. Temporary wiring should be 
replaced. In new construction, only the 
best methods should be followed--and 
in electrical construction “best’’ means 
“safest.” 

REMEMBER that the only wiring 
system approved by the National Elec- 
trical Code as moisture, vapor, dust and 
explosion proof in hazardous locations 
is a standard-threaded rigid conduit. 

Youngstown’s “Buckeye” is the most 
widely used full-weight, rigid-steel con- 
duit in the world. It is stocked and sold 
by leading electrical distributors in 
every industrial market. Specify ‘“Buck- 
eye” and be safe. 


~ —_e 
Bi 


YOUNGSTOWN \@ 


“THE YOUNGSTOWN SHEET AND TUBE COMPANY 


; GENERAL OFFICES YOUNGSTOWN 1, OHIO y.U) "ae ceoltt ame bits ateltite) aie) ¢ 
* Export Offices - 500 Fifth Avenue, New York City Youngstown Buckeye Conduit Pipe and 
3 Tubular Products...Sheets...Plates...Ele 


trolytic Tin Plate...Coke Tin Plate...Bars 
ire rT 





Manufacturers of 


CARBON - ALLOY AND YOLOY STEELS 


e Plates and Spikes 


Rods 
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Names in the News 








Announcement of the appointment 
of D. A. Packard as Kelvinator house- 
hold sales manager and H. C. Patter- 
son as commerical sales manager has 
been made by Charles T. Lawson, 
vice-president of Nash-Kelvinator 
Corporation in charge of Kelvinator 
sales. 

Mr. Packard, assistant general sales 





D. A. Packard 





H. C. Patterson 


manager since 1944, first entered the 
retail appliance field in 1924. He op- 
erated his own appliance dealership 
in Des Moines in 1932, and the fol- 
lowing year became sales manager of 
the St. Louis branch of Frigidaire. 
He joined Kelvinator in 1940 as East- 
ern sales manager. 


Mr. Patterson, Kelvinator’s west- 








y 


a 











OUTDOOR LIGHTING | 
WITH ABolite 


OPEN TYPE FLOODLIGHTS 


Efficient and dependable porcelain-on-stee! reflector units 
with arm for mounting on poles, cross arms or sides of 
buildings. Fine for sports areas, parking lots, filling 
stations and outdoor industrial lighting. Made in open 
wiring type or with concealed wiring where underground 
service is to be used. 


SERVICE STATION ISLAND LIGHTS 


These attractive porcelain-on-steel units combine fine 
appearance with efficient pump and island lighting. Also 
used for lighting safety islands, railroad platforms and 
parking areas. Made in standard type as illustrated and 
also in dual type with window in monitor top for illumi- 
nating building front or sign. 

SOLD EXCLUSIVELY THROUGH WHOLESALERS 
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ern regional manager until his new 
appointment, joined the company in 
1937 as district manager. He was Kel- 
vinator zone manager from 1939 to 
1942, and during the war represented 
Nash-Kelvinator Corporation in 
Washington. He was graduated from 
Ohio State University in 1916. 
ox xx x 

R. S. Keefer, formerly sales man- 
ager, has been appointed vice-presi- 
dent in charge of sales and will be 
responsible for directing all sales acti- 
vities of The Okonite Company, man- 
ufacturers of electrical wires and 
cables, Passaic, N. J., and its Hazard 
Insulated Wire Works Division, as 
well as those of its affiliate, ‘The Oko- 
nite-Callender Cable Co., Inc. 

F, E. Bankwitz has been appointed 
manager of QOkonite’s Washington 
office, 550 Munsey Building, 132 
EK. Street., Washington 4, D. C., 
replace R. Soutter who has been 
granted a leave of absence effect 
March 1. 


Curtis H. Stout, 1808 Beechwou 
Road, Little Rock, has been appoint 
ed by Western Electrical Instrument 
Corporation, Newark, N. J., as it 
sales representative for the territory 
consisting of Arkansas, western ‘I 
nessee, northern Mississippi 
northern Louisiana 

Mr. Stout is a graduate in elect 
engineering from the University 
Illinois, is an associate in the All 
and during World War II served 
an engineer in the Maritime Ser 
in the South Pacific. 

In addition to representing 
Western corporation, Mr. Stout 
also handle a coordinated group 
electrical accounts throughout 
area. 


A. W. Gilmore has been appou 
manager of a new General Electr 
wire and cable division, H. L. An- 
drews, vice-president in charge of ¢! 
company’s Appliance & Merchandis¢ 
Department, has announced. 

The new division is a consolidation 
of the former York (Pa.) wire and 
cable division and the Bridgeport 
wire and cable division. 

A native of St. Joseph, Mo., Mi 
Gilmore worked with the B-R_ E:lec- 
tric Co., Kansas City distributor, be 
fore joining the General Electric or- 
ganization in 1926. Following tlirce 
years service as a lieutenant-colonel 
with the supply and service deputt- 
ment of the Air Transport Comm nd 
in Europe, Mr. Gilmore came 
Bridgeport a year ago as assistant to 
the generab sales manager of the G. 
E. Appliance & Merchandise Dep ut 
ment. 











Donald C. White has recently join- 
ed the manufacturers’ representative 
organization of Edgar E. Dawes, of 
Atlanta, Georgia. Mr. White, who 
resides in Birmingham, Ala., will 
cover the western portion of the com- 
pany’s territory consisting of North- 
west Florida, Alabama, and Eastern 
Tennessee. 





\ 


250000 CW-BDOV-R 


Donald C. White 


Bill Bishop will continue to cover 
south Carolina and Georgia, and Mr. ene = 2 Beeteeeteeeerrterreeererereret 
Da wes will, for the present, continue —_—— 
to cover the Florida area. 

x * * 

Simplex Wire & Cable Co. has ap- 
pointed W. W. Lancaster as sales rep- 
resentative in New Orleans area, ac- ) SREBGENT 5) PPDPDDIP III OE IOs 
cording to an announcement made by pa | 
G. L. Roberts, sales manager. )14-600V D sarans} 

Mr. Lancaster will represent Sim- 
plex in the states of Mississippi, 
Louisiana, Arkansas, and Western 


Tennessee, under the supervision of : é ‘ ‘ 7 “4 
A. K, Felix, southern district manager MGRESce ee :\\ BARR | 
‘ er ey er a ee er 





for Simplex. 


\ppointment of J. W. Keuping as 
Kelvinator sales operations manager 
has been announced by Charles T. 
Lawson, vice-president of Nash- Kel- 
vinator Corporation, Detroit Mich., 
in charge of Kelvinator sales. 

\ir. Keuping, who joined the di- 
vision in April, 1940, has been bus- 
iness manager of Kelvinator since July, 
1941. Before joining Kelvinator, he 
was in the department store business. 
Previously, he devoted two years to 
public accounting and 10 years to 
radio manufacturing, serving the latter 
part of this period us treasurer. 


x ee 
‘he appointment of Kent K.  ¢ R = S E F be : 
Keeley as chief electrical inspector for 


the city of Shreveport, Louisiana, has 

been announced by J. C. Pratt, public W | R E A N B) CA B L E 
utilities commissioner - elect. Mr. 

Kecley succeeds Frank G. Camus, 

who resigned recently to enter the 

clectrical contracting business. 
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ELECTRIC 
SOLDERING IRONS 
Experienced dealers know there is only one way 
to make the most profit out of 28 years’ preference 
for Lenk quality — sell all three. 





The big reason for the popularity of Lenk Solder- 
ing Equipment is the uniform quality that’s 
built into every item. The mechanic who has 
used any Lenk Product is a ready customer for 
the rest of the line. The missionary work has 
already been done. Get the full benefit from 
this rapidly accumulat- 
ing tide of preference 
— sells all three! 








xk*nx* 
MFG. COMPANY 


DEPT. J, NEWTON LOWER FALLS 62, MASS. 
Mfrs. of Soldering Equipment Since 1919 


SOLDER 

















CUTOUT BOXES 
METAL 
FABRICATING 
SPECIALISTS 


Pil, Deng ted, Ba -tep 4 +) 
MALS Cima celtics. by 
TELEPHONE CABINETS 
WEATHER-PROOF CABINETS 


WEATHER-PROOF SEAM 
WELDED JUNCTION BOXES 
& FLOOR BOXES 


PEDESTALS & FLOOR BOXES 
TRANSFORMER CABINETS 


SPECIALS TO CUSTOMERS 
REQUIREMENTS 


95 PIEDMONT AVENUE, S. E. ATLANTA, GEORGIA 
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nounced that he would 
Truman G. Cooley, as his assistant 
Mr. Keeley, who has served as 


At the same time, Mr. Keeley an- 
appoint 


sistant electrical inspector for Shre\c- 


port since last March, is a native 
Carrollton, Ill., and attended the [ 
versity of Illinois. He moved 
Shreveport approximately 27 years 
and has been engaged in elect 
work in Shreveport since that time 

During World War I, Mr. Ke 
served for a few months in the N 
In World War II, he served n 
than three years in the Seal 
spending sixteen months as a ¢ 
electrician in the Aleutians, wher 
helped build bases. 

Mr. Cooley has been engaged 
the clectrical business in Shreve 
since 1935, with the exception of 
time spent recently in the Navy. |] 
entered the Navy in 1943 and s; 
11 months in the Pacific. Since 
discharge from the Navy early in | 
he has acted as chief electrical inst 
tor at the Shreveport ‘Trades Sch 


x 


Appointment of George ‘I’. Stevens 
as executive vice-president in ch 
of the Eureka Division, Eureka \W\i 
liams Corporation, was announce: 
the corporation following a 1% 
meeting of the board of directors. \Ir 
Stevens formerly was a vice-president 
of the corporation and manager ot 
Furcka Division. 

At the same time, W. A. Matheson 
was named executive vice-preside 
charge of the Williams Oil-O-Mat 
Division. He formerly was a 
president of the corporation and 1 
ager of the Williams Oil-O-Matic Di 
vision. 

Gray H. Berard, formerly \ 
manager, named _ vice-pres 
in charge of production and O. E. 
Nesmith, formerly director of cigi 
neering, was appointed vicc-pres 


Wads 


in charge of engineering. 


Appointment of Philip W. Pug 
manager of range sales, of the C1 
Division-Aviation Corporation, 
headquarters at Cincinnati, was 


nounced recently by S. D. Mahan, 
general sales manager. Mr. Pugh lias 


been affiliated with Crosley as 
motional manager of the centr 
gion since November, 1945. 


During the war he was in the 
aircraft radio division of the U. S. 
Signal Corps, stationed at \vight 
Field. 


For fourtee: years prior to the 
Mr. Pugh was with the Westing! 
, . 5 , ‘ 

Electric Supply Company and inde 
pendent distributors in various ie 
chandising capacities. 


ce) 
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electrical department. 








Clarksville, Ark. — The Clarksville 
I’lectric Service has been sold to Carl 
Bishop by Mon King. 


Little Rock, Ark. — C. Hamilton 
\foses, president, Arkansas Power 
Light Company, announced that 
were being made, subject to 

tors’ approval, for the expendi- 

of $50,000,000 in an improve- 

t program for 1947. 
Pine Bluff, Ark. — The Jefferson 
Electric Company has been incorpor- 
ind capitalized at $100,000. In- 
orporators are J. L. Bodie, C. E. 
Joncs, J. F. Touhey, and P. C. 


er 


Jacksonville, Fla——Henry G. Miller 
ypened a Southside branch of the 
Miller Electric Company. ‘he formal 

ing of the new display room was 
ecently at 1969 San Marco Blvd. 
R t E. Dixon, who has been with 
Miller Electric Company for 
years, is in charge of this new 


} 
! 


Sid F. Gitterman, 
announces that the Sidco 
H \ppliance has occupied its new 
store building at 1317 N. E. Ist 

\y he re. 


Fla. 


Miami, 


Perry, $50,000 enter- 


Fla.—A ncw 
the ‘Taylor Country I'rozen 
| Company, has opened for busi 

iecre. The R. W. 


R. Vereen. 


owners are 


x *x 
Cartersville, Ga. A. F. Hallman 


y opened the Hallman Electric 
building on Cassville 


* 


In l 


lhomaston, Ga.—‘lhe Slade Appli- 
Company opened recently at 
North Center Street. 


Baldwin, Kan.—The Baldwin Fur 
and Electric Company have 
bled their floor space by installing 
ide stairway to the second floor. 


In addition, new displays have been 


for the first floor giving special- 


ized displays for convenience of se- 


Ellis, Kan. — Harry Marx, of the 
Appliance Company, announced 


recently that Art Matteson has accept- 
s ed a position as electrician with the 


ompany, and will have charge of the 
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Production lines at Emerson-Electric are 
going full tilt, turning out every possible 
fan to help make 1947 your biggest fan 
year. Demand may again exceed supply. 
That’s why it’s vital to you to anticipate 
your 1947 requirements NOW, using 
Emerson-Electric’s new catalog as your 
guide to intelligent buying. Send for 
Catalog No. 313 today. 

THE EMERSON ELECTRIC MANUFACTURING CO. 

ST. LOUIS 21, MO. 


Branches: New York « Chicago « Detroit « Los Angeles ¢ Davenport 


EMERSON fy ELECTRIC 


MOTORS:-FANS ———=iit==———~ ——gg - APPLIANCES 















Topeka, Kan. — A new building eT” 
north of the Elmhurst Plaza is being 
completed and will be occupied soon 
by the Appliance Electric Company, 
now located at 605 ‘Topeka. 
x x x —_—— 
Wichita, Kan.—Glenn Paxson has 
been appointed manager of the Mid- 
Town Appliance Company, 211 South 
Town Appliance Company. 


Louisville, Ky. -- Norman’s, Inc., 
formerly located at 424 S. Fourth St., 
has been consolidated with the new 
Norman’s at 512 S. Fourth St. All 
personnel of Norman’s first unit were 
transferred to the new store. 

x «x 

peta Ky. — Capitalized at DISTRIBUTORS FOR POLAR FREEZ UNITS ANNOUNCED—The Russ 
$225,000, the Appli: ince Manufactur- Equipment Company of Norfolk, Virginia, has been appointed as distributors 
ing Company has filed articles of in- se Schelm Brothers, Inc., East "Peoria, Ill. Russ Equipment Company will 
corporation uit Ge Skentties of andle the Polar Freez quick-freezing and cold-storage food cabinets. This 

: company is owned and operated by George D. Russ. 


State. 

Newport, Ky.—Kentucky Refrigera- Baton Rouge, La.—A wage increase the New Orleans Public Service C 
tion Company has been incorporated of 9 cents per hour for employees of __ pany, has been promoted to the 
with a capital of $30,000. They will the Gulf States Electric Company has tion of comptroller. Mr. Andru: 
radios, heating, | been announced by H. C. Leonard, succeeds the late Sam M. Smallpage 


deal in refrigeration, 
* 


and air conditioning equipment. In- vice-president. * 
corporators are Carl W. Koehler, Max ve Ss New Orleans. La.—The new off 
Miller, Harry W. Niehaus, and Rose- New Orleans, La.—Gerald C. An- of the Interstate Electric Compan 
drus, assistant to the vice president of 1001 South Peters Street. were fa 
mally opened recently. The building 
has 90,000 square feet of floor spac 


XS cd 


mary Andrews. 





Gulfport, Miss.—D. G. King, a 
ant to the president of the Mississipp 
Power Company, has been named 
life member of the Gulfport Chat 
of Commerce. 

x * * 

Meridian, Miss.—l’he Radio Supp 
Company has recently opened f 
business at 909 24th Ave. Jesse Hag 
meyer is the owner. 


Alton, Mo. A radio service s!01 
has been opened here by William H 


Edwards. 


Kansas City, Mo.—The Cont 
tal Electric Company has now 


E-M T ° UP THE QUICK WAY pied its new 6-story home at 
West Thirteenth Street. 


Cross section Show- a 


ing indentations. | Two Squeez es and i ts Set Pleasant Hill, Mo. — The Mc! 


Bros., Harrisonville, have estab! 


TWO QUICK SQUEEZES give you Finer, ‘ os : 4 
Faster Conduit Connections. B-M Fittings DISTRIBUTED BY an electrical appliance and 
do away with the twisting, turning and S r The sl is in char 
tightening of nuts and save you valuable Foal Mark A Cee ‘cone Mt shop here. i he s we - . . 
time and materials. Then too, they are Gites Conduls Co... Jerser Cy., 4 A. P. McLain. A. W. McLai! 
5 i en. Electri 0., Bridgeport ; ° ° ° ° 
stronger, neater and much easier to work | ‘The Steelduct Co., Younrstown, Ohio continue in charge of a similat 
ce 4 P - r ising Enameled Metals, Pittsburgh, Penn. : : e 

Fittings today, Have more satisfied cus- National Enameling & Mfg. Co., in Harrisonville. 
tomers—more profits from each job! Pittsburgh, Pa. 

Triangle Conduit & Cable Co., * *& & 


(All B-M Fittings carry the Underwriters New Brunswick, N. J. x 
St. Louis, Mo. — Plans are 


Seal of Approval) 
Prompt Deliveries on Properly Rated Orders made by the Seidel Company fo: 
opening of its new appliance stor 


main offices at 3524 Washing 


BRIEGEL METHOD TOOL CO. . Galva, ill. Blvd. Officials said that the 


floor will be devoted almost er 
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a 5000 square foot showroom fo1 
me appliances. 
* * 

Asheville, N. C.—Naiman & Comni- 
iy has occupied its new quarters at 
92-94 Haywood Street. The company 
andles small appliances, lighting fix- 


s, etc. 
Rugged construc- 


tion for longer 
service, by a com- 
pany with over 30 
years of “know 


lizabethtown, N. C.—A charter of 
poration has been granted the 
ine Appliance Company by the 
etary of State. Incorporators are 


VI. Devane, J. W. Cross, and F. E. how”, has made 
SEPCO a= sales 


x : gainer for dealer 
Raleigh, N. c. Electrical Whole- and jobber. 
, Inc. has been erganized with a 
pital stock of $100,000. Incorpora- 
are Elizabeth ‘T. Gould, C. C. 
tacre, and R. A. Cersley. 





3S. 


uuncan, Okla. — Employees of the 
can Public Service Company 
1 record of one year of employ- 


with the company, received a | AUTOMATIC 
ost-of-living adjustment check at 
nd of the vear. Presentation was ELECTRIC 
by Roy Rice, manager. WATER HEATERS 
*x 3k aK 


cr deen on AUTOMATIC ELECTRIC HEATER CO., INC. 


appliance department was 
uled to be opened by Kerr’s, Offices and Factory e Pottstown, Pa. 


recently. ‘The new department 
occupy approximately 3,000 
feet of floor space with pro- 
being made for expansion to 
this size. Ultimate plans call 
n electrically equipped modern 
n and laundry, with all units 
to show practical operation. 
s H. Fry will continue as buyer- 


iver. 





harleston, S. C. Garvin Engi- 
g Company, Inc. has _ been 


d a charter to conduct a general y 
lectrical contracting business. 

1 L. Garvin is president of the 

iny. 


anburg, S. C. — The Carolin IVY DEE HANGER 


Supply Company has opened for Just connect wires, screw to outlet box and 
ss in a new building at 142 your chain suspension fixture is hung —in a 
ir Street. The company will few minutes. All it takes is a screwdriver! 
a complete line of electrical Complete with receptacle, two 5-foot chains, 
Ices. “S” hooks and cord clips. Fits standard 4” or 
e 314” outlet box or plaster ring. Self- $B65 

: . grounding — regular 2-wire cord and 5 


nion, §. C. — With Charles B. plug may be used. each list 


ac 1e , ad adi ey Day--Brite Lighting, Inc., 5435 Bulwer Ave., St. Louis 
as proprietor, Foster's Radio & 7, Mo. Nationally distributed through leading elec- 


c Sales Service has opened for trical supply houses. 


ss at + East South Street. In Canada: address all inquiries to Amalgamated 
= Electric Corp., Ltd., Toronto 6, Ontario. 


_ = *Patent No. D-141024, others pending. Underwriters approved. 
ittanooga, Tenn. — J. F. Black- ‘ 
company has recently occupied 


1°w office and warehouse at 817- es Ww S EASY TO SEE WHEN IT’S 
iestnut Street. Bar 
*& & «& a a DA ITE 


‘noxville, Tenn.—A service depart- 
ment has been opened by the Serve- 
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wat BY | with 

Paragon 
Timers for attic 

and window fans 


Thousands of homes have attic and window 
still others will have them. 





fane <<: 
You can make extra profits by helping these 
homes ‘‘Beat the Heat,’’ with Paragon AF 
Timers to control the fans. Provides extra 
comfort and convenience. Preset, these timers 
control the fans automatically, for any period, 
up to 20 hours. 


Work with all A.C. fans . . . Telechron 
motored (QUIET), handsomely finished 
drawn aluminum case . . . dial and pointer 
protected with clear Plastacele. 


Timer motorrunsonly whentimerisoperating 

the fan. Setting may be 

changed at any time 

without harming the 

timer. Dial graduations 

plainly marked for easy 

setting. Lists atonly $9.75 

. . worth that in one 

, season . . good for 
many many years. 





Leading jobbers stock 
attic fan timers by Paragon... 
“A Timer For Every Need.” 


PARAGON ELECTRIC COMPANY 


1618 Twelfth Street © Two Rivers, Wisconsin 


i Paragon 


maker of 


Two Cavers 


WISCONSIN 
SINCE 1905 





BUILDERS OF ELECTRICAL EQUIPMENT 








all Appliance Company, 2309 North 
Central. This new department is 
managed by John W. Trent. 

* x * 

Nashville, Tenn.—At the recent an- 
nual meeting of the Electric Appliance 
Dealers of ‘Tennessee, Larry Mulhall, 
of the McWhorter-Weaver Co., was 
elected president. Mr. Mulhall suc- 
ceeds Ben Gambill, of Braid Electric 
Company, who was made a member 
of the board of directors. 

Austin, Tex.—The Reed Sales Com- 
pany has opened its new store at 214 
Congress Street. Dick Glenn is the 


manager. 
* x 

Bellevue, Tex.—Glynne Gmittin, 

owner of Griffin Drug in Bowie, 


plans to open an electrical appliance 
store soon. Mr. Griffin has _pur- 
chased a building and is now remodel- 
ing it and installing new fixtures 
throughout. 

Lampasas, Tex.—T’. H. Haynie has 
purchased from Stokes Brothers & 
Company the Modern Home Appli- 
ance Company, including all interests. 

* od * 

Marshall, ‘Tex.—I’ormal opening was 
held recently by Sudduth’s at 213-15 
East Austin Street. ‘This store carries 
a complete line of clectrical appli- 
ances. Mr. and Mrs. Fred Sudduth 
are the owners. 

Ysleta, Tex.—The Wadley Appli- 
ance Company recently opened its 
newly remodeled and enlarged quar- 
ters on Main Highway Center. 

¥* ae *s 

Covington, Va.—R. S. Roadcap and 
C. H. Lawler have opened an electrical 
appliance and equipment store on 
Main Street. They already operate 
similar stores in Clifton Forge and 
Hot Springs. 


Richmond, Va.—With Milton Sin- 
sheimer as president, Allen Distribut- 
ing Company, Inc., has been formed 
with capital stock of $15,000 to buy, 
sell, and distribute radios, supplies, 
etc. 


ie” oe be 
e wehbe 


Richmond, Va.—Formal opening 
was held recently by Westover Appli- 
ance Company, 5011 Forest Hill 
Avenue. 

* * cs 

Salem, Va.—Management of the 
Salem Terminal Appliance Company, 
306 East Main Street, announces a 
change in name to Salem Electric 
Company, but continuing in business 
under the same ownership and man- 
igement. 


Charleston, W. Va.—Wilson Radio 
Distributing Company has just re- 
ceived a charter from the Secretary of 
State. Incorporators are Calvin F. 
Wilson, Edith M. Wilson, and W. 
H. Erwin, Jr., all of Charleston. 


Economics of the 
Electric Hay Drier 
(Continued from page 60) 


Any appliance dealer, air condition 
ing organization, or experienced elec- 
trical contractor may find it profitabie 
to build and install this equipment if 
there is any appreciable amount of 
hay grown in his trade area. 

While several companies manufac 
ture much of it in a near-complete 
unit, it still is one of those things that 
can be built, changed, and improved. 

Near Ashland, Ky., farmers prefer 
the slatted floor system. ‘This uses a 
slatted floor above the main floor into 
which warm air is blown from a larg« 
duct along one side. ‘There are sev- 
eral other duct systems all which in 
volve some manner of lateral ducts 

For the thoroughly uninitiated and 
merely to start him looking for in 
formation, the drier is installed in the 
hay mow in the barn. 
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Conibglhane La 


Beautify Fixtures 





And Increase 
Bulb Sales 






The full, sparkling beauty 
of candelabra, crystal and 
polished fixtures is effec- 
tively brought out by the 
Candylbeme Lamps. Lighted 
or unlighted, they add 
charming realism to all 
candle type fixtures. In- 
crease your fixture sales 
as well as your bulb sales 
by featuring 
Lamps. 
Illustrated bulletins with 
details and prices sent upon 
request. See your Electrical 
Wholesaler. 


Southeastern Representative 
Carl Henry, 190 Ellis St. N.W 
Atlanta, Georgi 





NORTH AMERICAN * 


1041 Tyler St., St. Louis 6, Mo 
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Air is blown through the ducts by 
a motor operated blower, and the hay 
loaded into the mow to cover the 


\s much as 18 feet of hay may be 
stacked on some systems. The air 
from the vents passes through the hay 
ind carries off the moisture. During 
rainv and humid weather the blower 
must not be operated except for a few 
brief intervals for the simple reason 
that it would bring in as much or 
more moisture thai it would take out. 

Operation is usually controlled by 


me switch and experience indi- 
night operation to be most 
ntageous, with best results ob 


d by operating one hour out of 
y four. 
ich system must be individually 
ilored to the barn which will fo:- 
ever keep it out of the class of equip- 
ment which the farmer can buy in 
1 and put in his wagon. 
om sales and labor viewpoint, it 
eal because any motor of proper 

C d and horsepower may be used, 

v different kinds of fans may be 
and ducts are usually built of 
ugh lumber. 

Farm agents, agricultural colleges. 
ind state and federal agricultural or 
ganizations have technical details and 
information. Most power companies 
n farming areas also have mechan: 

details of construction. 

In the territory served by the Ken- 
tucky and West Virginia Power Com- 
pany, they furnish engineering assist- 
ice free of charge. 

Barn or mow curing increases the 
ike of U. S. No. 1 hay to five or six 
times more than with field curing. 
Most engineers are able to show that 
the hay curing system pays for itself 
in one 2 

The U. S. Department of Agricul- 
ture collected 91 samples of hay from 
farms in Tennessee and Virginia in 


1942, 1943, and 1944. Of the barn 
cured hay, 88 per cent made grades 
U. S. No. 1 and No. 2 and only 12 


per cent fell into the low-priced 
grades No. 3 and U. S. Sample. 

Of the field cured hay, only 35 per 
cent made grades U. S. No. 1 and 
No. 2, with only 9 per cent making 
grade No. 1, against 54 per cent mak- 
ing grade No. 1 in mow cured hay. 
Sixty-five per cent of the field cured 
hay fell into grades U. S. No. 3 and 
U. S. Sample. 

rhe protein content of mow cured 
hay ran as high as 18 per cent on the 
est of the same set of samples, while 
ll per cent was high for field-cured 
hay. Mow cured hay, also, contains 
more carotene than field cured hay. 

All of this is important because it 
helps the milk production when this 
better hay is fed to dairy cows. Dairy 





DEPEND ON=-INSIST ON— 


M 





MAIO 


Ro 
pROvVED ALL P 
aP 


Distributed by 


P.R. MALLORY & CO.,Inc. 


ALLORY 











Capacitors 


Mallory Type ‘“‘P"’ Capacitor:—Plas- 
tic case overcomes moisture absorp- 
tion problems, and provides maxi- 
mum insulation. May be used to 
replace cardboard insulated alumi- 
num-case capacitors. Splash-proof 
plastic end cap and simplified 
‘*snap on" mounting bracket avail- 
able when capacitor is used as ori- 
ginal equipment. 


INSULATION AND WIRES INCORPORATED 
MISSOURI 


SAINT LOUIS 3, 
DETROIT 2, MICH 
BLUEFIELD, W. VA. 


BOSTON 20, MASS 
HOUSTON 2, TEX 


SITTLER COMPANY 
CHICAGO 7, ttt 


ATLANTA 3, GA. 
NEW YORK 7,N. Y. 


H. A. HOLDEN, INC. 
MINNEAPOLIS 3, MINN. 


TRI-STATE SUPPLY CORPORATION 
LOS ANGELES 13, CAL. » SAN FRANCISCO 7, CAL. « SEATTLE 4, WASH. 
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- F F IC E N C Y 
BUSHING SUPPORT 


, a convenient independent 
mounting . . . requires only one 
bolt to be tightened to hold porce- 
lain bushing and clamp to base. 
Bushings are split-design to reduce 
power leakage and are completely 
surrounded by metal. The circular 
base is adjustable to any angle re- 
quired for the conductors. EFFI- 
CIENCY Bushing Supports are avail- 
able for Cable diameters from 5/16” 
to 2-3/8”. 


Write today for your copy of our 
Catalog 38B . . . contains complete 
construction and application data on 
all EFFICIENCY Devices. 














MANUFACTURERS OF EFFICIENCY 
ELECTRICAL DEVICES FOR CONDUIT, 
WIRE AND CABLE SUSPENSION 















AND MANUFACTURING CO.__ 








farms are buying it, growing it, and 
curing it. 

Just as there may be a lot of appli- 
ance dealers who do not know that 
radios are standard equipment in dairy 
barns, many potential builders and 
sellers of hay drying equipment do 
not know that dairy owners and milk 
producers study their costs very care- 
fully. 

In this same part of Kentucky, one 
large dairy with a registered Guern 
sey herd is putting in equipment to 
not only measure the butterfat but 
also to record its weight. ‘These re- 
cords will be compiled for each pro- 
ducing cow and thie final outcome wi!] 
be to show the advantage of feeding 
more of one feed or less of another 
feed. The dairy man can feed to 
maintain his present butterfat count, 
he can feed to increase it, or he may 
be able to make a big saving in the 
cost of feed at but a fraction of loss 
in butter fat. In other words, hc 
will feed for the greatest profit. The 
highest priced feed may then easily 
become the cheapest for him to use. 

Mow cured hay falls right into line 
on this score. In most of the records 
compiled, the cost of operation ranges 
about as follows: cost of electricity, 
from 75 cents to $1.50 per ton; in- 


creased value of the hay, $10 to $12 
per ton. 

For each square foot of mow area 
it requires a minimum of 10 cubic 
feet of air per minute, and equipment 
capable of producing 20 cubic feet 
per minute is desirable. About ail 
this amounts to is that it takes longer 
with less air, regardless of the mois- 
ture content. 

Fans used are mostly of the light 
centrifugal type and switches include 
a magnetic motor starter with over- 
load protection. 

Time controls are simple and us- 
ually consist of a 12-foot cord, a three- 
pole plug, and three sets of ride«s 
giving three on and off timed opera- 
tions which are used with an automa- 
tic selector switch on the magnetic 
starter. 

A thermostat can be used to pre- 
vent overheating of the hay. 

The motor and its timer for auto- 
matic control can be used on many 
other operations around the farm, as 
the Kentucky & West Virginia Pow- 
er Company is demonstrating. It 
can be used to drive a refrigeration 
compressor, and the same thermostat 
could be used to obtain automatic op- 
eration. 

By reason of the magnetic starter 





hookup, the motor is ideal for sawin 


wood, operating loaders, filling silos 


etc., since the operating switch can b 
placed at most desirable place merel 
by extending the cord. 





Eliminating Hazards 
In Attic Ventilation 
(Continued from page 58) 
open by a fuseable link. In case < 
a fire in the building the heat pulle 
by the fan and rising naturally, wi 
burn through the links, drop the do 
and shut off the motor. During tl 
winter, with the door shut, the mot 
cannot be operated accidentally. The 
mal protection can also be installe 
on the motor to prevent overload ha 
ards. 

Electrical safety depends largely o 
the individual. The accompanyin 
photograph, taken by the Dallas Fi: 
Department, shows the wiring on a 
attic fan that was installed by incon 
petents. The wires were POSU typ 
commonly known as Rip Cord, an 
were about half the size needed f 


the motor running current. The he 
generated completely unvulcanize 
tubber insulation, leaving the ba: 


wires exposed. Fuse protection w 
destroved bv bridging the two fuse 








ALL-PUR 
For Bette 


The office, home, factory, 
restaurant, garage, ware- 
house, class room or a hun- 
dred other places where pro- 
per ventilation is the prime 
requisite for health and com- 
fort, makes the new 1947 
Johnson HEALTHAIRE 
fan a MUST! 


Johnson HEALTHAIRE 
fans are available in two types 
... Belt Driven (ranging in size 
from 24 inches to 48 inches) and 
Direct Driven (from 12 inches 
to 20 inches). 


Beauty, style and ruggedness 
has been incorporated into the 
1947 HEALTHAIRE line, mak- 
ing a more modern 
and longer lasting fan 
of proven quality. 





we 
pose FANS 


r Ventilation 








Johnson Fan & Blower Corp. 


1319 West Lake St., Chicago 7, iit. . 


BELT DRIVEN TYPE 
Sizes: 24” to 48” 





DIRECT DRIVEN TYPE 
Sizes: 12” to 20” 


SIGNAL E 





MENOMINEE, 


THE ULTIMATE 
IN 
QUALITY 
AND 
PRICE 


LECTRIC MFG. CO. 


MICHIGAN 
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silos The fixture part in the lower right : 
nb hand corner of the picture a the | | 
ere] source of power from an already over- | " 
caind sacl. || Permanent Bathroom Fixture | | 
insure electrical safety on an 
ittic fan installation two safeguards FLUSH TYPE 
se available (1) Secure the services | 
ff a licensed electrician; (2) be sure 
, permit is taken out. This will in- | 
sure the services of a man who knows | 
cs how to wire the motor safely and an 
Ule impartial inspection by the Electrical 
Wi Inspection Department of the City. | 
Ee evan | Electric 
ot Pumping Heat WALL HEATER | 
he From the Ground 
lle a ‘ This attractive flush type heater 
ha Continued from page 21) is especially designed for new 
; homes. Ideal for bathrooms, 
to find much favor with the house- breakfast rooms, or auxiliary 
- vife, even at near competitive fucl heat in any room. Designed for 
ing costs, because all the annoyances of years of trouble-free service. 
; ; uustive heating such as soot, dust, tor ag sonata” ae os Ange 
ea inegular temperatures, and in the case | Thermostat for automatic opera- 
ve ff ol and coal, dependence on deliv- tion available at extra cost. 
P ery to the home, will be eliminated. Front size 15x 16%”. Opening — 
= \ir conditioning and heating will in wall 14x 14% x3%”. “aid 2.v.F. | 
/ e more ideally constructed in a sin- ee | 
n gle unit than heretofore possible, Interested Distributors Write | 
‘. vhich is another advantage. Original | 
. cost of installation can be more _ ECONOMASTER SALES, Ine. 
ly justified when it has year arounc ‘ : : 
“ use for heating and cooling 128 8th Ave., N. Nashville, Tenn. | 
Cost of equipment and cost of op- | 











— eration are subject to many variable 
conditions. ‘The Edison Electric In- 
stitute, which is one of many elec- 
trical associations sponsoring develop- 
ment and use of the system, estimates 
that a plant for a five or six-room 


average house will cost between $1, POPULAR BRANDS 


ind $1,200 on a quantity produc- a BRUSH ASSORTMENT 
1 basis. 





FE. A. Freund, development engi- oe cane aceon! seleetion intedes 
neer for the Union Electric Com- - BR , ° ° e GE. 
pany, of Missouri, which has been ha SS ei ee tn 
doing development work on the sys- oe . ts 90 tee eas 
tem for two years, estimates that the , eS Hen $63.50 S 
electrical energy cost in the St. Louis ‘ = ‘ 50 


area will be $90 to $100 per heating 
season which does put it on a com- 
parative basis with gas, oil and coal. 
Other estimates are $20 to $30 a 
month. 
\s an automatic unit the heat 

pump offers a “dream” system. It ELECTRIC MOTOR 
will change from heating to cooling 
|» at the touch of a button and, con- 
fs ceivably, could easily be adapted to 





MARCO WASHER UscWeie: $93.85 


ASSORTMENT 18 Sizes from '/s" to |'/e" 





Only popular fast-moving numbers 
are in this excellent assortment 


make this change automatically un- CENTURY « DELCO « EMERSON «G. E. 
| der the direction of a thermostat. It LELAND « SUNLIGHT « WAGNER - 
climinates fire and explosion hazards WESTINGHOUSE 
since there is no burning fuel. It can 18 Different Bearings S$ 
5 casily be as simple for the home own- 152 Dieces won 


er io operate as his electric refrigera- List $60.00 


tor. = can be operated twelve months 
in the year to supply interior temy- 

eratures according to pre-set regula- ARCO EQUIPMENT co. 
tors. SS ———— 


It is anticipated that such units will 2456 NINTH STREET, N. W. WASHINGTON 1, D. C. 


have many selling points. It would 
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An Amazingly Convenient 
New Kit of 


Wedge-Grip 
Connectors 


Contains 
Total of 
55 
Connectors 


‘“‘WEDGE-GRIP”’ 
KITS 


The Connector of 

A Hundred Uses 
The Wedge-Grip is a 
splendid connector for 
fixtures, junction boxes, 
service entrance, outlet 
boxes, small and large 
motors, electric ranges, 
etc 


Here's a handy kit that slips into 
the electrician's tool bag, and 
provides the right size Sherman 
Wedge-Grip Connector for No. 
18 through No. 2 standard wire. 
A marvelous time saver. Elimi- 
nates those bothersome, slow 
soldered splices. 


Kit contains 55 high quality 
Wedge-Grips, made of pure, 
hard drawn copper, with oval 
pointed bronze screws that 
wedge wires securely between 
V-shaped corrugations, Screws 
have slotted hex heads. 


Order a stock of these new 
Wedge-Grip Kits today! 


H. B. SHERMAN MFG. CO. 


BATTLE CREEK, MICH. 


ELECTRICAL CONNECTORS 





form an excellent sales and service 
department for heating companies, 
appliance companies, and electrical 
and air conditioning contractors. 

Another idea which is receiving at 
tention from engineers is the poss'- 
bility of using existing air condition- 
ing units such as found in theaters 
and large commercial buildings to 
heat the same buildings in the win 
ter by the addition of the proper heat 
collecting equipment buried in the 
ground. 

Some, or probably a great many air- 
conditioning installations in commcezx- 
cial buildings, have their own drilled 
well water supply. Engineers think 
it may be possible in some of these 
cases to use the constant temperatu¢: 
of deep well water as the heat supplv. 

The Edison Electric Institute, in an 
announcement made recently by Gro- 
ver C. Neff, president, said two manu- 
facturers of heat pump equipment 
were in operation, and that a produc 
tion of 8,000 units was expected in 
1947. 

he Union Electric unit is not a 
product of either of these manufac 
turers but was developed by an in- 
dependent company in St. Louis 
which has used a somewhat different 
system. ‘Tests on the pilot plant al 
ready indicate that the St. Louis sys- 
tem will operate successfully and on 
that basis the industry may expect 
another company to start production 
some time in 1947. 

While the Union Electric has spon- 
sored this system and aided in the 
development by loan of its engineers, 
its only interest, according to an offi- 
cial of the company, is in the great 
er sale of power which it may makc 
possible in aiding the progress of sci- 
ence and invention. 


Learning to Sell 
Appliances Again 


(Continued from page 18) 


lives in hiring and training salesmen, 
tell us are the qualities that make for 
a successful appliance salesman. Ex- 
perienced retailers will recognize the 
importance of these qualities—and 
can evaluate the extent to which they 
exist in a man by means of a personal 
interview. 

The retailer who sticks religiously 
to hiring men with a high percentage 
of these characteristics will have the 
making of a fine selling force. Thev 
will be men who will absorb training 
material given them like a sponge 
soaks up water. They will be men 
who have the ability to practice what 
you preach in training them, and to 
become the volume sales producers 
that a retailer must have in normal 
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competitive times to make the appli- 
ance phase of his business a profitabl« 
one year after vear. 


Water Heater 
Promotion Plan 
(Continued from page 19) 


electric water heating, the drawbaci 
of furnace coil, flame-type heater, 
ete. 

Most unusual feature of the ma 
nual, however, is a section of 10 pages 
which graphically outlines “‘specifica 
tions for plumbing and wiring.” Lis! 
ed in subheads are workmanship and 
material, inspection, installation 
plumbing diagrams, wiring, locatio 
of heater, cross-connection with fu: 
nace coils, and every possible contin 
gency with which the dealer may bx 
confronted. Every step in makin: 
any installation in an old or ne 
home is covered. 

In the back of the book are fou 
typical wiring diagrams, chosen bi 
Union Electric to meet any possib! 
contingency in making the instal! 
tion for a single-family dwelling, o1 
multi-family dwelling in typical Si 
Louis homes. By following explic 


itly the directions outlined in th 








HELWIC ° 
oR BRUSH 
No. 12 


Po KIT 
MOT 





jor CONVENIENT, 
ECONOMICAL SERVICING... 


Use Helwig Brush Kits. A kit for 
every need — household appli- 
ances, tools, motors. For example, 
Kit No. 10 contains brushes, springs 
and wicks used on more than 175 
types of vacuum cleaners. For com- 
plete information on this and other 
kits, write for Bulletin 65. 


SOUTHERN OFFICES 


Atlanta 316 Walton Bidg.; Jackson 6097 
Oklahoma City. ...323 NW 2nd St.; Tel.: 2-688! 
Houston... .3000 Block McKinney; Preston 1610 
St. Lovis..1913 Washington Ave.; Chestnut 6510 

708 N. Piedras St.; Main 7845 





HELWIG CO., Carbon Products 


Makers of Multiflex and Fransert Brushes 














ee 






NEW HANDEES DUAL WHEEL APPLIANCE TRUCK 


( Order Monday 
R Yl L/ é- Get Friday 
oO a) ery as Y 
ROLLS LIKE A BABY BUGGY ON 4 BIG UNUSUALLY $3 1.9 


RESILIENT QUIET RUBBER TIRES 
This new HANDEES Dual Wheel truck | your customer's. They roll easily over 











































pers designed especially for appliance and | uneven floors or over small obstacles MODEL 
refrigerator dealers. | found on many floors, without the sud- 88 R 

con @ Makes easier handling of large heavy | den “slewing” around experienced with 1000 

1 appliances up to 1000 Ibs. | smaller or single wheels when you run 

ic. ® Handles large crates, or stacks of | into some small object. Wheels are 8x2 LB. 

oe cartons as well as appliances. Most | Rubber of exceptionally resilient durable CAP. 

me special refrigerator trucks will not | quality. Famous Chrysler Oilite 

a satisfactorily handle other loads. | bearings. Height 54”; width of — 

a Dual Wheel Advantages: Gives a more | nose 24”; curved cross straps. IMMEDIATE 

-_ solid footing, making it easier to “break- | Tubular steel frame; 13’ web DELIVERY 

ce over” the load and far easier to get roll- | strap. Try at our risk. Over 

ra ing. Strain on arms is reduced on un- | 15,000 Handees trucks sold by aot aia 

om even floors, for there is less side-wrench | mail on our simple guarantee, 

i with 4 wheels. It is almost impossible | “Send back any HANDEES 

q to side-tip this truck no matter how far truck collect if it doesn’t fit 

‘be the load extends beyond width of the your needs.” Order by mail 

bl truck because of the extra stability with full confidence of 

1. gained by the 4 wheels. satisfaction or your money 

Quiet, Resilient Tires will not mar, | back. Terms: 1% 10 days. 






scratch or track your fine floors, or Unrated firms, cash. 













A 
“ Same Truck With Single Pair 8x2 Wheels $269 — © 
= Handees Company, Dept. ES-2, Bloomington, IIL. 
i ee 
. A faster, 
3 cleaner job 






because 
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Good workmanship in fittings shows 
up in good workmanship on the 
whole job. That’s why GEDNEY 
puts quality into every fitting and 
conduit body stamped with the 
GEDNEY name. 





















di 

% HIGH GRADE MALLEABLE IRON 
le, 
gs % CLEAN CUT THREADS 
75 x PERFECT ALIGNMENT f. T T j C FA N S 
m- se SMOOTH FINISH-INSIDE AND OUT Years of manufacturing experience pay divi- 
er * CAREFUL INSPECTIONS dends to dealers who handle Cirklair Attic 

Ventilating Fans. 







This extra care that goes into mak- Their certified performance and economy 
ing Gedney fittings adds up to more 

satisfactory and more profitable wir- during every year of service can be traced to 
ing jobs for you. constant research and continued application 


ASK YOUR WHOLESALER! of sound engineering principles. 
IF YOUR JOBBER CANNOT SUPPLY YOU WRITE 
DEPT. S, CIRKLAIR PRODUCTS DIVISION 


THE FOLSOM CO. 


SINCE 1909 DALLAS, TEXAS 


81 
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SPERO 


DEPENDABLE 
ELECTRICAL PRODUCTS 


Spero offers you the convenience of 5 
complete lines of electrical products 
from one reliable source. 





@ VAPOR PROOF UNITS 

Pendant or bracket types, 4) 
for 3” and 4” outlet box 
or “x” Type mounting. 
With or without wire || {} {;/ 





= 
guard and reflector. 50 to ri 1 
300 W. eet 
@ FLOODLIGHTS SHEL 


Finishes in 
“Duralum”’— 
sizes for lamps 
from 150 to 
1500 W. Open 
types or out- 
door weather- 
proof type 
with prismatic lens. 
“™ Also yard lights. 





@) REFLECTORS 


Shallow and dome- 
type, one-piece 
seamless construc- 
tion, keyless or 
with pull chain. 


For 25 to 750 W 
Dome type for 60 
lamps. to 200 1 of bale 


@ MATERIALS FOR 
ELECTRICAL CONSTRUCTION 
Die-Cast Sockets with approved porce- 
lains are just one of the items we manu- 
facture foruse in electrical construction. 


Vertical or 
90° angle 
mounting. 





@ FLUORESCENT FIXTURES 


SPERO also manufactures more than 
30 types and sizes of fluorescent units. 


Spero products are distributed only 
through recognized wholesalers. 
Write for Bulletin No. 10. 


Look for another Spero Advertisement 
On Page3 


THE SPERO ELECTRIC 


foe) 'F-10) 7: We lel.| 
18222 Lanken Ave., Cleveland 19, 0. 











manual, every such installation will 
pass as elecirical inspection, accord- 
ing to Mr. Bascom. 

The manual is so worked out that 
dealers may use it in sales approach 
to customers, at the same time techni- 
cal enough to enable any dealer to 
provide low-cost, instantly available 
hot water service for any family. Such 
fundamentals as _ cross - connections 
with the furnace, regarding small chil- 
dren as two persons, out-of-the-way 
installation of the heater itself, etc., 
are all covered. 

Backing up the manual will be a 
series of training classes to be held in 
the Union Electric auditorium, a: 
soon as sufficient heaters are available 
on the market to make this reason- 
able. With the reduced rate and the 
elimination of all drawbacks “in ad- 
vance” the 1200 dealers concerned are 
already contacting and selling St. 
Louis home owners. 


How the Utilities 
Can Help Dealers 


(Continued from page 15) 


servants because of their use-valuc, 
low operating cost, and better results, 
we must work with manufacturers in 
developing new and better products; 
we must help provide for lower in- 
stallation cost, better sales education, 
more effective and coordinated adver- 
tising programs and work tirelessly to 
secure a greater customer acceptance 
of electrical living. 

Almost two-thirds of our postwai 
dealers are new to the industry. They 
are not familiar with our types of cam- 
paigns, with our rates, with ‘Better 
Light-Better Sight” or “Hot Water 
by Wire” or “Matchless Electric 
Cooking”. ‘Their lack of experience 
at promoting electrical appliance salcs 
may mean that they will be more ap- 
preciative of our efforts, more willing 
to try out our suggestions, more anxi- 
ous for our experienced leadership 
and advice than our prewar dealers 
were. ‘Their inexperience may prove 
to be our opportunity for greater serv- 
ice. As Rotary puts it: “He profiis 
most who serves best”! Yes, dealers 
are going to need our leadership, in- 
spiration and support, if they are go- 
ing to have to sell five billion dollars 
worth of appliances per year! 

There is also every indication that 
the electric utilities will need the sup- 
port of the retail merchants just as 
much as these retailers will need our 
help. If our postwar plans are such 
that all of the electrical dealers in our 
service arca make more money be- 
cause of our promotions and coopera- 
tion then they will look upon us as, 
“partners” in the effort to sell appli- 
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* WASHER LUGS x ; 


A SIZE and TYPE for every neéd! 
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KRUEGER & HUDEPOHL 





Solderless Terminal Lugs and Connectors 





2 VINE AT THIRD-ES * CINCINNATI 2, OHIO 
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THE LUCKY F 
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EIGHTH AND ST, CHARLES STS. 
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ances and make money. 
can think of no better way to 
spread the gospel of free enterprise 
than by having a vast army of dealers 
their salesmen helping us to tell 
story of business management, 
helping us keep down municipal ag)- 
ns and the threat of cooperatives, 
by having this group help us tell 
story of economical, dependable 
ric service. I believe that the 
ge appliance dealer works harder 
ling appliances (and, inciden- 
“building our load”), when he 
business for himself than he 
d if he were on our payroll as 
ypliance salesman. 
ilso believe that if our companies 
vill try as hard to promote the domes- 
ic use Of electricity as we have always 
had to do when we were selling most 
f the appliances ourselves, then we 
ret a very satisfactory volume of 
ippliance sales and domestic load in 
the days ahead. I do not mean to 
that your company should ox 
ld not merchandise appliances; 
ut, whether you do or whether you 
vt, your appliance dealers deserve 
ur support, and I am sure you will 
the backing of your dealers in 
he days ahead. 


Our industry is going to find more 
competition from the automobile in- 
dustry, the furniture industry and 
from competitive fuels and services. 
The American Gas Association and 
the L-P Gas Association are out after 
new business in a big way. Both of 
these latter industries envy our posi- 
tion with regard to dealers. We'll 
miss the boat if we pass up our 
chances to get 100,000 dealers on 
our team to help us beat down com- 
petition for the consumers’ “‘better-liv- 
ing dollar”. We're going to need the 
dealers just as much as the dealers 
will need us! 

In the period ahead we should plan 
our advertising to promote electric 
cooking rather than one particular 
brand of electric ranges. Our news- 
paper advertisements, back-of-bill ads, 
and other retail promotional material 
can be used to encourage increased 
use of our service rather than brand 
advertising. Our home service rep- 
resentatives can be trained to be spe- 
cialists on all makes and models ct 
equipment rather than on one parti- 
cular product. Data from market 
surveys should be made available to 
all dealers and distributors and more 
of such studies should be made. A 


trained staff of sales counselors should 
serve as advisors for our dealers. These 
men can organize and conduct sales 
training classes for dealers and deal- 
ers’ salesmen and serve as sales plan- 
ning experts for dealers. Sales bulle- 
tins and campaign material have prov- 
ed to be very effective with dealers 
and will help to solicit their coopera- 
tion and support. 

We can encourage electric leagues 
and trade associations. Some com- 
panies are planning to offer special 
load-building bonuses and to sponsor 
sales contests through dealers. Many 
companies are offering wiring plans, 
finance plans, and display floor privi- 
leges to their dealers. One large com- 
pany is even offering a group life in- 
surance plan to dealers and salesmen. 
Other companies are offering to par- 
ticipate in the costs of appliance ad- 
vertising done by dealers. All com- 
panies can certainly adhere to the 
“Suggested Appliance Merchandising 
Principles” as outlined by the com- 
mercial division of Edison Electric 
Institute last year. These principles 
are simply the “golden rule” as ap- 
plied to electrical appliance selling. 

I believe the following four point 
program can be included in every 





rP ART Sw 


FOR 


MOTORS 
FANS 


CONTROLS 


PROMPT SHIPMENT FROM LARGE STOCKS 


AUTHORIZED PARTS DISTRIBUTORS 


Brown-Brockmeyer General Electric Master 
Hamilton-Beach Peerless 


Century 





than ever 


Its simplicity of 
design permits 
easier installa- 
tion in Walls, At- 
tics, or Pent- 
houses. 

SECO Fans de- 
liver a maximum 
volume of air at 
slow speed, with 
extreme quiet- 
ness. 


SEC 


BELT DRIVEN 


COOLING FANS 


ATTI¢€s 
SCHOOLS 
CHURCHES 
and for 
Industrial 
Installations 


Holtzer-Cabot Robbins & Myers 
Star 

Thor 

Wagner 
Westinghouse 


Cutler-Hammer 
Deico Howell 
Dichl Hunter 
Duro Ilg 
Emerson Leland 
Marathon 


READING ELECTRIC COMPANY, INC. 


Parts: Distributors for the Manufacturer 


200 William St. Barclay 7-6616 New York 8, N. Y. 


sift 





24”, 30”, 36”, 42”, 48”. 
(3800 to 18,500 C.F.M.) 


Wrete for Iilustrated Bulle- 
tin, Specifications & Prices. 


Contact your nearest Distributor or write 


SECO-LITE MANUFACTURING CO. | 


, 4916 EASTON AVE. * ST. LOUIS 13, MO. 
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THIRTY YEARS 
OF PIONEERING 
IN ELECTRIC 
WATER HEATING 


Pioneering a new industry is not an easy 
task. New trails must be broken, preju- 
dices overcome and principles proved by 
the acid test of experience. The Clark 
stands first in electric water heating today 
because the principles it pioneered. thirty 
years ago have stood up under toughest 
service in all kinds of waters. _ 

That we.are constantly striving to build 
into Clark even better performance and 
longer life is evidenced by the latest devel- 
opment to come out of the Clark research 
laboratories — Ionodic protection against 
corrosion. Tank life more nearly approach- 
ing that of the Clark element is. assured, 
even in highly corrosive waters. The com- 
ing years will certify that in pioneering this 
improvement Clark has once again proved 
its leadership in electric water heating. 


McGRAW ELECTRIC COMPANY 
CLARK WATER HEATER DIVISION 
5201 W. 65th STREET, CHICAGO 38 


utility’s postwar sales plan. 

1. Be Sincere. If you really want 
the support and help of appliance 
dealers, then you should have no dif- 
ficulty in developing firm policies, let- 
ting the dealers know what these po- 
licies are, and then sticking to these 
policies. You can’t pretend sincerity. 

2. Be Impartial. Do not do tor 
one dealer or one group of dealers 
what you can not do for all dealers. 
Play no favorites and show no prefer- 
ences among dealers. Keep in mind 
that appliances sold by dealers use 
just as many kilowatt-hours as appli- 
ances sold by company salesmen. 

3. Be Fair. Don’t offer special 
terms, special trade-ins, or other spe- 
cial subsidies or deals unless thos 
offers can also be extended to your 
dealers. Keep your remuncration plans 
in line with those which dealers can 
afford. 

4. Be Helpful. Keep your dealers 
posted on operating costs, rate chan 
ges, new products, and company po 
licies. Set up your sales department 
as one which is principally interested 
in developing sales of electricity rath 
er than one which operates in strict 
competition with dealers for appliance 
sales. Show a genuine interest in 
your dealers’ problems and keep in 
mind that cooperation is a two-wa\ 
proposition. It means more than 
simply getting the other fellow to do 
what you want him to do. The besi 
way to make a friend of a dealer is 
to be a friend to a dealer 


Are There Too Many 

Appliance Dealers? 
(Continued from page 14) 

morning, forget the picture show you 


wanted to attend. There will be an- 
other show tomorrow night, but you 


might not have the price if vou lose 


all your customers. 


Make everyone who works with 
you, or for you, understand that you 
are a team, with a tough schedule ty 
play, and that you want to be the 
conference champions. Just a fey 
muffled plays, or not turning up fo; 
practice on the part of a few of th: 
boys, makes the same differenc« 
the business of the struggling me; 
chant as on the football field. 

People have a way of going to su 
prising lengths to help the dealer get 
new customers, if the dealer goes out 
of his way to help the consume: 
have seen a grateful customer literall; 
bring a prospect into a dealer’s stor 
in an effort to help make a sale, ani 
without expecting any reward. Tiiat 
the kind of appreciation that come 
from a little extra thinking and som 
extra effort. 

Of course, no amount of goo 
tentions in the matter of rend 
after-sales service on household a; 
pliances will take the place of h 
a top notch service man. In the ney 
few years, the most successful 
ance retailer will be sure to hai 
his employ, if possible, or at 
available, by contract arrangement, 1 
good a service man as that ti 
area provides. 

Let’s see what else can be done 
lessen the impact of the much tou! 
cd Recession, or to keep it from h 
ting vou a telling blow. Watch y 
buving and watch your pricing 

Do not overbuy appliances that at 
rapidly reaching a_ production 
that equals or exceeds the consume 
demand. The wholesale salesman 
who serves you, if he is worthy of hi 
salt, will not attempt to oversel 
inexperienced retailer. Yet ther 
occasional instances of wholesale 
salesmen who have so loaded a dealer 
that his capital is all tied up in proc 
ucts he will never be able to sell at: 
profit. One test to apply is to ask te 
see how many of a given item wet 








MAIL ORDERS ARE SHIPPED SAME DAY AS RECEIVED 


SERVICE TO THE SOUTH 


WHOLESALE-TO-DEALER 
ON ALL MAKES 
WASHING MACHINE and 
VACUUM CLEANER PARTS 


m 


GOODRICH WRINGER ROLLS and V-BELTS 
ELECTRIC IRON ELEMENTS AND PARTS 


Members of the Appliance Parts Jobbers Assn. 


UNWWED 


APPLIANCE COMPANY 
706 CRAWFORD ST.—HOUSTON 3, TEXAS 





ELECTRIC WATER HEATERS 
rt Toastmaster Product 
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MURDOCK BUZZERS and 
PUSH BUTTONS SELL FAST! 


Tone- Right 
BUZZER! 


List $1.00 each @ No. 46 


Quality Products Priced Right for Easy Sales! 


Electrical dealers everywhere report fast sales on these specialties. 
These sure-fire money-makers are made by the Wm. J. Murdock Co., 
for 50 years a leader in communications equipment. MURDOCK’S Tone- 
Right Buzzer attracts favorable attention because of its modern louver- 
design. Buzzer produces a pleasing, uniform tone and is guaranteed 
for years of trouble-free service. Choice of colors in attractive moulded 
cases. Operates on 6 to 8 volts, A.C. only. 344” x 154”%x 114” deep. 
This no-contact buzzer is fully insulated. 


These Two Push Buttons 
Ring Your Profit Bell... 


Display Them On Counter for Self-Service Sales! 


MURDOCK Push Buttons are time-tested products. Smart, compact 
appearance . . . smooth working, positive contacts . . . all metal parts 
rustproof and insulated. Available in attractive moulded cases. 

No. 10 — 154”x114%”x %” high. Name plate model No. 11 has 
removable metal escutcheon; 344” x 1144” x %&” high. 





MURDOCK REPRESENTATIVES 
ATLANTA: L. Morris Landers Co. © BOSTON: Electrical Agencies, Inc. © Cleveland: Henger-Fairfield Co. © CHICAGO: George 
Butler Co. © DALLAS: George E. Anderson Co. © DETROIT: Hemphill & Co. © LOS ANGELES: Keeler, White Co. © NEW YORK: 
Telephone Sales & Service Corp. © PHILADELPHIA: Harry G. Anschuetz ® PORTLAND, OREG.: Keeler, White Co. ® SAN 
FRANCISCO: Keeler, White Co. © SEATTLE: Keeler, White Co. © ST. LOUIS: W. T. Koch Co. ® UTICA: F. Walter Laver 
EXPORT DIVISION—Rocke International Corporation, 13 East 40th Street, New York 16, New York | 





WM. J. MURDOCK CO. 


236 Carter St. 


Chelsea 50, Mass. 











Heres How to Lick that 
Hard Ventilating Job! 


MARTIN 
Bucket 
EXHAUST FANS 


for industrial plants and 
various installations where 
abnormal ventilating require- 
ments exist such as ... 
®Stagnant Air ®Excessive 
Heat ®High Humidity 
®Chemical Fumes @Severe 
Smoke. 





MARTIN 
Utility 
EXHAUST FANS 


A sturdy fan to fill a variety 
of needs. For homes .. . for 
commercial and light indus- 
trial uses. 


Sizes 24” to 72” Write for information. 


MARTIN Fan & Blower Co. 


4632 West 2Ist Place Chicago 50, Illinois 
Lawndale 8474-5-6. Long Distance Olympic 5252 
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A fan you can’t equal for 
quality, looks, performance, 
at reasonable price. Nine 
models 24” to 48”—full op- 
tional equipment, outside 
louvers, ceiling shutters, con- 
trols. Ball bearing fan with 
ball bearing motors when de- 
sired for ceiling installation. 





INVESTIGATE THE 24” FULLY ENCLOSED 
FRESH AIR MAKER WINDOW FAN 














HY-DUTY BLOWERS 


Double Inlet 
and 
Single Inlet 
400 cfm to 
12,500. Wide 
choice of 
outlet 
positions 
and motor 
locations. 











VENTILATING DIVISION 
SCHWITZER-CUMMINS COMPANY 


1125 MASSACHUSETTS AVE. INDIANAPOLIS 7, U.S.A 














cAt last... 


es 
An Honest-to-Goodness S 


STATOR HOLDER 


x Will Cut Your Winding Time 50 to 200 percent 
xe Once Motor is Clamped into Frame it can be 
Stripped, Wound and Connected for Done 


%e Complete with Removable Tray [either side] 
and Three Sets of Fingers all for 


only $49.50 


Ring permits motor to revolve in a complete circle 
bringing each slot to the best worning position. 


No necessity for clamping and unclamping a vise 
or holding the frame on bio ks, Bc.h hands are 
free to work which means time and money saved 


See your Parts Jobber or write direct 
IMMEDIATE SHIPMENT 


MOTORCRAFT, Suite s°824.535 


MUNCIE 3.INDIANA 











ILSCO 
Is Ready for °47 


S .) 
y 


ELECTRICAL 
LUGS AND 
CONNECTORS 


Economical . . . depend- 
able...precision 
engineered for 100% 
satisfactory service. 





Underwriters and Canadian 
Approved 


STOCKED BY LEADING 
LEGITIMATE WHOLESALERS | 





Southern Representatives: 


VERLYN H. BRANHAM | 
180 Interlocken Drive, N. W. 
Atlanta, Ga. 


J. P. LUMPKIN 
248 Tranquil Ave. 
Charlotte 3, N. C. 





COPPER TUBE 
& PRODUCTS, Inc. 


CINCINNATI, OHIO 







staal 


WRITE TODAY for 48-page illustrated 
catalog. 














purchased by several known success- 
ful pre-war dealers. Think a few 
minutes about the comparative salcs 
Opportunity you have, and temper 
your buying accordingly. 

Another good test for the small 
town retailer is to keep in touch with 
the newspaper advertisements of 
metropolitan stores. When the big 
fellows start display advertising of re- 
cently scarce items at substantially less 
than the local quotations, you’d bet- 
ter go easy in buying; it indicates that 
the market is softening. This is par- 
ticularly true if several large stores iu 
the big: city newspaper are featuring 
bargains in the same product. 

Especially watch your pricing now 
that price control is no longer a funce- 
tion of the Federal Government. The 
inexperienced retailer can lose more 
good will than he can ever hope to 
win back by taking advantage of to- 
day’s shortage of most major appli- 
ances by simply demanding all the 
traffic will bear. It is a great tempta- 
tion, no doubt, to tack on an extra 
twenty or fifty dollars to the recom- 
mended selling price just because he 
knows he can get it, or to hold the re- 
commended retail price but sell such 
scarce appliances only to people who 
have a pretty good appliance to trade 
in, and then allow substantially less 
than the resale value of the traded-:n 
appliance. Dealers who resort to 
such practices will spend next sum- 
mer wondering why people stay away 
from their stores in such large num- 
bers, and will be listed in the “‘little 
black book” of many a friend of their 
earlier customers! 

Perhaps you are not cut out to be 
an appliance retailer; possibly 
ought to be running a men’s clothing 
store and get to be President. But, 
really, it’s a fine business and onc 
with tremendous possibilities in the 
next ten years. Nature being what i? 
is, people are going to get married and 
start housekeeping; and they are going 
to have babies and demand a highex 
and higher standard of living. A 
higher standard of living means hav- 
ing the home servants to relieve the 
mother of the drudgery of washing 
dishes, building a fire in a hot cook 
stove, and bending over a wash board. 

It means cutting the grass electri- 
cally, or with a gas engine doing the 
work, and heating the home with a 
small copper pipe carrying the fuel 
into the house. It means no more 
smelly garbage cans, and no more hut 
sleepless nights; it means music and 
laughter and keeping informed on 
world affairs. It means that you can 
buy your food once a week, and keen 
it safe and fresh until you are ready 
to serve it. 

It means adding hours and hours 


you 


of happy leisure for many a wife an 
mother; it means that you may be; 
part of one of the most romaniic ¢ 
businesses. 

But, if you are to remain a port of 
the electric appliance business oy) 
have to work .. . hard and intel 
gently. Keep in mind that your con 
petitors, at least, some of then, arf 
working hard and with all their i tel). 
gence to build good will and to «sta. 
lish their stores as the places tc by 
a higher standard of living. 























LEAD AND ALUMINUM PAH 
Spot or Full Coat. 
for 
Galvanized Structures, 
It sticks, it blends. 


Hib INC. 


NORTH ARLINGTON, N. J. 





WANTED 


ELECTRICAL PROJECT ENGINEER 


One (1) experienced graduate engineer 


electric power plants and high voltage 
substations. Applicants please furnish 
personal data and Experience Record 


Box 122, Church St. Station P. 0. 
New York 6, N. Y. 








WANTED 


MANUFACTURERS REPRESENTATIVES 
Prominent manufacturer of Fluorescent 


Lighting Fixtures, both commercia! andi 
residential, contemplates a change a 
sales representation in the following 


states: North Carolina, South Carolina 

Georgia, Florida, Alabama, Mississippi 

and Tennessee. Only established “Light- 

ing Men” need apply. Advise lines now 

carried and states covered in your ‘etter.— 

All replies held strictly confidential 
Box 617, care ELECTRICAL SOUTH 

Grant Bldg., Atlanta 3, Ga. 





—— 





SALES REPRESENTATIV & 


Old line manufacturer, electrical an: hard- 
ware items. Opening for man 25-35 year 





Cover trade Texas, Arkansas, Ok!/.«homa 
Salary and expense. Send photo an quai 
fications to Box 616, c/o ELEC? ICAL 






SOUTH, Grant Building, Atlanta 3, ‘-4- 
















ELECTRICAL SOUTH for FEBRUARY, 1% 













Cbaror | | 





responsible charge electrical engineering 
and design of steam-electric and hydro- i 
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ELEC 


[Try to Match this) cen to WHAT I'M 


paper satecisisintr GOING TO TELL THIS 
APPLIANCE SALESMAN 


CONSTRUCTION, 
Sales Appeal 


PATENTED 
RUBBER 
MOUNTING 
ELIMINATES 
MOTOR HUM 
TRANSMISSION 





Ql Fe \ J \ 
paTENTED «= NEY LL. PATENTED 
HERMETICALLY- WY A / OPEN SPIDER - 
SEALED ROLLER Y\) Wao MAXIMUM AIR - 
“4 Breeze” to Sell seaumcs = / EON NO RESISTANCE 


Imagine an_ attic fan Le 
with these features; no baton 
oiling, no belt adjustment pee AN sii 
or siignment, no motor + pscin 
hum transmission, long 4 ‘ ) AUTOMATIC 
life. Well, it’s here and ¢ 5 oy 
it’s your chance to cash ADJUSTMENT 
in on an item that is a 
breeze to sell. The fan 
with patent features. 

















Immediate delivery on complete 42” fan chassis less 
motors. Limited supply of fans with motors. Any 
1/4 or 1/3 h.p. motor can be easily installed. 
Write today for folder giving full particulars on 
this revolutionary fan. 

*All patents applied for 


LL COMPANY 
3 Bona Allen Bldg. Atlanta, Ga. 
T 54t | ST., CHICAGO, ILL. 











WASHING MACHINE PARTS — ALL MAKES 





NEER i 

nine PROMPT SHIPMENTS } | 

ineering im ‘ ‘ We have read all about washing machines that 
hydro DISTRIBUTORS — ear toy. 4 Rolls all you have to do is put ’em in, set a dial, take ’em 


voltage Im = T-K Range Parts out. Ranges that cook entire meals while we shop 
furnish Aach ; or play bridge . . . automatic dryers, pop-up toast- 
od. FF " FRR - ers, frozen food units and lots of others. It’s not 
0. 34. so much prices—it’s features we're looking for. 

=) aad Get these things, mister, when they are available 
and I'll guarantee you'll have the greatest business 
boom you ever dreamed of. 


Thousands of Southern housewives, for the first 

; time, are doing their own work these days because 
eee oth St., N. Ww. Washington 1, D. C. maids are independent, high priced, practically 
impossible to get. 


Electrical Appliance Parts 














TOP-FLIGHT 


SALES REPRESENTATIVES 
WANTED 
@ 

Manufacturer of expanding line of branded fluores- 
cent desk lamps and combination bed-pin-up lamps 
seeks representatives calling on department stores, 
furniture, hardware and electrical appliance stores. 
‘larvelous selling story to tell of choice of nine excit- 
ing decorators’ colors, superior materials, attractive 
‘\yling, unique design innovations and healthy profit 
margin. Advertising, selling and merchandising aids 
supplied. 


hard- x ° ‘ " 
aa Sectional territories open from coast-to-coast to sales 


homa organizations qualified to do a bang-up job. 


quali. Write or wire for our full story. Box No. 618, » 
{O'R | ELECTRICAL SOUTH, Grant Bldg., Atlanta 3, Ga. 1020 GRANT BLDG. — ATLANTA, GA. 
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NOT 
JUST 








but a system of venti- 


lation built to suit every 


need for the home, the of- 


fice, the plant and all other 


commercial requirements. 


ne Basic Unit 


in Each Size 


(Watch this space for illustrations) 


with a complete comple- 


ment of accessories con- 


verts any unit to a Window 
Fan, Attic Fan, Portable 
Circulator or Exhaust Fan. 


— All Units Reversible — 


Member Propeller Fan Mfgrs. Assn. 


REED UNIT-FANS, INC. 


Manufacturers of Ventilating Equipment 


1001 St. Charles Ave., 


New Orleans 8, La. 








Fader /OVERTISERS 


The Advertiser’s Index is published as a convenience and not as a 


part of the advertising contract. 


Every care will be taken to index 


correctly. No allowance will be made for errors or failure to insert, 





A 
Adam Electric Co., Frank 5 
Advance Transformer Co. ; * 
All-Steel Equip. Co. —----_~ 47 
Aluminum Co. of America ° 
American Coolair Corp. -- 11 
Anaconda Wire & Cable Co., Inc. 10 
Atlanta Electrical Agents’ 
10-Year Club ------ - 
Automatic Electric Heater 
Tis, Se cswe 
Automatic Elec. Mfg. Co. 


3ar-Brook Mfg. Co. 

B & C Metal Stamping Co. 
Bendix Home Appliances, Inc. 
Benjamin Electric Mfg. 

Co. ....----. Inside Front Cover 
Blackburn Prod. Corp., Jasper. 9 
3riegel Method Tool Co. -- . 74 
Bull Dog Elec. Products Co. 67 


C 
Certified Fleur-O-Lier 
Manufacturers -- 
Certified Starter Manufacturers 63 
Chelsea Products, Inc. . 8 
Clark Controller Co. 
Clark Water Heater Division 
Collyer Insulated Wire Co. 
Commercial Credit Co. 
Cornish Wire Co. - 
Crescent Insulated Wire & 
Cable Co. = 
Crouse-Hinds Co. 


D 


D & M Mfg. Co., Inc. 
Day-Brite Lighting, Inc. 


E 


Economaster Sales Co.. Ine. 
Efficiency Elec. & Mfg. Co. 
Electric Steam Radiator Corp. 
Emerson Elec. Mfg. Co. 


P 


Faries Mfg. Co. 

Federal Electric Products 
Co., Inc. - 

Folson Co., The 


G 
Gedney Electric Co. 
General Electric Co. 

(Adequate Wiring) 

General Electric Co. (Construc 
tion Materials) —-_~_- - 
General Electric Co. 

(Insulating Materials) 4 ‘ 
General Electric Co. (Lamps) 65 
General Electric Co. 

(Wiring Devices) 
General Mills, Inc. 

(Home Appliances) 59 
Gibson Mfg. Co.-_Inside Back ‘Cover 
Good Mf:. Co. 

Graybar Electric Co. 
Great National Air 
Conditioning Corp. 


H 


Handees Company --_---- 
Harco Equipment Co. - ae 
Hazard Insulated Wire Works 
Helwig Company ---- ca 
Holcomb & Hoke Mfg. Co., Ine. 
Holdenline Co. ania 
Hotel Lennox 

Hotel Mayfair 

Hubbard & Co. 

Hunter Fan & Ventilating Co., 

Inc. -.__--.---_---. Front Cover 


Ideal Industries, Inc. : 
Ilsco Copper Tube & Products, 

| ns > 
Insulation & Wires, Inc. _ 8 and 77 
Irvington Varnish & Insulator 

Gi csccons 


29 
79 
(P4 
* 


9 


Sack Cover 


* 


J 


Johnson Fan & Blower Co. 
Jones Metal Prod. Co. —--____ 


K 


Kearney Corp., James R. 
Klee Co., George B. ____- 
Krueger & Hudephol 


L 

Landers, Frary & Clark 
Lasser Mfg. Company 
Lenk Mfg. Co. ---- 
Lloyd Products Co. - 


M 


M & W Electric Mfg. Co., Inc 
Malleable Iron Range Co. -_- 
Martin Fan & Blower Co. 
McGill Mfg. Co., Inc. 
McGraw Electric Co. 
Mimms Co., E. N. 

Mitchell Mfg. Co. ~-- 
Monarch Fuse Co., Ltd. 
Motorcraft --- 

Murdock Co., Wm. 


N 


National Electric Products Corp. 
Noblitt-Sparks Industries, Inc. 
Noma Electric Corp. : 
North American Elec. Lamp Co. 7 


0 


Okonite Co. 


P 


Paragon Electric Co. 
Penn-Union Electric Corp. 
Proctor Electric Co., Div. 
Progressive Farmer 


R 


Reading Electric Co., Ine. 
Reed Unit Fans, Ine. 
Royal Electric Co. 


S 


Samson United Corp. 
Schwitzer-Cummins 
Seco-Lite Mfg. Co. —- 
Sherman Mfg. Co., H. B. 
Signal Elec. Mfg. Co. 
Spero Electric Corp. 
Square D Co. sindiciot 
Stonewall Company 

Subox, Inc. <a 33 
Sutton Corp., The O. A. 


T 


Trible’s — 
Trumbull Electric Mfg. Co. 


U 


United Appliance Co. ~._---- 
United States Rubber Co., Inc. 
(Tape Division) —-- 
United States Rubber 
(Wire Division) --- 


V 


Virden Co., John C. -- 


W 


Wakefield Brass Co., F. W. 
Walker Electrical Co. - 
Ward Leonard Electric Co. 
Westinghouse Electric Corp. 
(Appliances) --- 
Westinghouse Electric “Corp. 
(Lamps) - 
Weston Electrical Instrument 
Corp. - 
Wiegand Co., Edwin L. 
Wright Industries, Inc. - 


Y 


Youngstown Sheet & Tube Co. 
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Gibson strip-lites are 
fluorescent units that 
will put the name on 
the dotted line. 





a 
The compactness, flexibility and 


ai a quality of these strip-lites has become 
MANUFACTURING CO. recognized by architects, engineers 
ATLANTA.GA. - and contractors as features that make 
Gibson strips outstanding, and to be 
chosen for superior quality installa- 

tions. 


Complete details and 
information data is 
available. Write for il- 
lustrated folder today. 








y, 
a? 
Gibson strip-lites and com- 
mercial fluorescent fixtures 
Te A 


lished jobbers and whole- 
salers. 
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THESE FACTS SHOW why es 


iC BUILDING 
WIR> 


New Wiring «+ Rewiring 
Maintenance Wiring 


Description... G-E thermoplastic building wire (Types 
T and 1W) is a small diameter wire made of highest quality 
materials and produced to meet rigid specifications. It can be 
used for all wiring requirements where permitted by local codes 
and is suited for widely varying service conditions. 


Physical Properties . . . G-E thermoplastic building 


wire resists oils, acids, alkalies, and other chemicals and solvents. 
It is virtually unaffected by sunlight, moisture and weathering. 
It resists flame and will not support combustion. 


Electrical... G-E thermoplastic building wire is high in 
dielectric strength and will withstand a 720-volt per mil break- 
down voltage. Current carrying capacity ranges from 18 
amperes for size 14, to 455 amperes for 1000000 CM (based on 
Nationa! Electric Code). High insulatign resistance eliminates 
the danger of loss of power due to current leakage. Types T 
and TW wires can be used whereyer Types R, RL, and RW are 
acceptable. 


Insulation... G-E jYaermoplastic building wire is insulated 
with plasticized poJyvinyl chloride compounds which give it 
unusual resistanee to aging, abrasion, and extremes of tempera- 
ture. The insulation has a hard, smooth finish. 


z Types... Types T and TW building wires are suitable for 

: new wiring, rewiring, maintenance wiring, and special wiring. 

/ : Type T is recommended where general-purpose wiring is suit- 

0 i zs able. Type TW is recommended for service in permanently 


wet locations. 


Information - «+ Ask your nearest G-E Merchandise Dis- 
tributor or write to Section W3-224, for additional data on 


A | physical and chemical characteristics, sizes, typical applications, 
; etc. General Electric Company, Appliance and Merchandise 


f Sy type Tw i Department, Bridgeport, Connecticut. 
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